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Fowler and Cabell 
File New Briefs — 
In Chrysler Case 





Action in Federal Court Follows 
Re-argument of Case in 
This City 


SOME POINTS IN ARGUMENT 
Department Claims Palmetto Is 


Doing Business. Here Under 
Chrysler Plan 


The Chrysler-Palmetto plan was again - 


before the Statutory Federal Court for 
the Southern District of New York this 
week, when the Court received briefs from 
both sides in the case of the Palmetto Fire 
vs. James A. Beha, superintendent of. in- 
surance of New York. The case was re 
argued on March 24, 1926, and each side 
was given ten days to submit briefs solely 
on the question whether or not the Pal- 
metto Fire doing business in the 
State of New York under the Chrysler 
Palmetto plan. 


The Beha Brief 


The brief submitted on behalf of Super- 
intendent Beha divides the facts concerning 


was 


the question of doing business into three 
parts, as follows: 

A. The facts arising from the things 
done by, and from the acts of, the Chrysler 
dealers throughout the State, from the be- 
ginning of negotiations to sell automobiles 
up to the time the sales are consummated. 

B. The facts arising subsequent to the 
time the retail purchasers buy cars, which 
are the times the insurance certificates be- 
come effective, up to the termination of 
the certificates. 

C. The acts of the Palmetto in filing 
with Michigan, New York and other States 
its annual statements and tax returns show- 
ing the business separately done in each 
State under the Chrysler plan, for the pur- 
poses of separate taxation, together with 
the payment of the taxes to the State of 
Michigan on premiums for insurance of 
Chrysler cars sold by retail dealers if 
Michigan only, and the tender of taxes to 
New York on the Chrysler business done 
in New York. 

D. After the present existing license 
of the Palmetto Fire Insurance Company 
expires on April 30, 1926, it will still be 
doing business in this State under tne 
Chrysler Plan according to the law laid 


down by the Supreme Court of the United 
States. 


Says Palmetto Is Doing Business Here 


It is claimed that the facts arising in 
any of the periods justify a finding of fact 
by the Statutory Court that the Palmetto 
is doing business in the State of New York 
under the Chrysler-Palmetto plan and sub- 
mits that there can be no question as to 
the establishment of such a fact when all 
ot the facts arising in the period are ob- 
served as one transaction, 

(Continued on page 22) 
































Assurance Company, Ltd., 
of London 


100 William Street, New York 


A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 
Indemnity Company 


123 William Street, New York 















































| Davis Makes Life 




















ft A GIANT REVOLVING SEARCHLIGHT is on top the paCe 


Insurance Company of North America Building at 16th Street and the 
Parkway. Its beam of light is always visible at a distance of twenty- 
five miles and can be seen, according to atmospheric conditions, fifty, 
seventy-five and even one hundred miles away. L. P. Bertaud, Air Mail 
Pilot, reported seeing it at Bellefonte Field—150 miles from Phila- 
delphia. It is nearly a third of a billion candlepower and is the largest 
light ever installed for advertising purposes in the East. 

This beacon light, reaching out beyond the limits of the city in every 
direction, is significant of the far-reaching influence of the Insurance 
Company of North America. Founded in Philadelphia 134 years ago, 
this oldest American fire and marine insurance company has extended 
its organization and service until today it reaches around the world. 


INSURANCE COMPANY OF NORTH AMERICA 


Philadelphia 


and the 
Indemnity Insurance Company of North America 
write practically every form of insurance except life. 
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Nation Needs More Life Insurance Agents 
ay 


To serve this nation adequately there is need of a still larger army 
of capable, conscientious, industrious men and women, to supply the 
wondrous saving and protective service of life insurance to businesses, 
and homes, and individuals. 

A connection with this Company is especially attractive because of 
the quality of service alike to Agents and policyholders, because of the 
up-to-dateness of policy contracts, because of its Agency publications 
and advertising literature, and because the spirit of comradeship between 
Home Office and Field is very real. We have room for men and 
women who are content with nothing less than the best in equipment, 
service, and ideals. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Argument Before 
Russian Hearing 


Lawyer Argues for Bill to Stay 
Action on Contracts Payable 
in Roubles 


GOES OVER SOVIET ACTION 


Memorandum of Charles Recht, 
Who Represents Former 
Policyholders 


John W. Davis, Democratic candidate 
for president of the United States in 
1924, on April 5 appeared as counsel 
representing the New York Life and 
Equitable at the hearing held before 
Governor Smith in the executive cham- 
ber on the Dunmore bill amending the 
civil practice act in relation to stays of 
an action on insurance contracts payable 
in Russian roubles. 

An hour was taken up by the opponents 
to the bill now in the hands of the Gover- 
nor for signature. Objection was raised to 
the measure by I'rederick Campbell, at- 
torney: for three Russian fire insurance 
companies now in liquidation, provided 
its provisions would affect the disposition 
of the assets of the companies whom he 
represents. 


The Main Opposition - 


The principal opposition to the 
however, 


bill, 
legal representa- 
interests headed by 
Charles Recht and Osmond K. Fraenkel, 
While tra A. Schiller, Carl Stern and 
Edward Greenbaum, New York City at- 
torneys, appeared as 
vidual policy holders, 

Mr. Greenbaum injected some humor 
into the hearing by declaring that the 
stay of action granted under the bill 
might be te such a far date “at which 
time your excellency would not even be 
governor of New York State.” All of 
the speakers opposed to the bill attacked 
the constitutionality of making it man- 
datory that the courts should grant an 
indefinite stay of action dependent upon 
some future act, recognition of the Rus- 
sian government by the United States 
which might never happen and charged 
the life insurance companies with being 
afraid to have their cases adjudicated 
by the courts of this state. 


came from 


tives of Soviet 


representing indi- 


The Legal Points 


The legal points sought to be estab- 
lished by the opponents to the bill were 
that the entire assets of the companies 
were behind the policies; that the prem- 
iums had been paid in good faith by the 
policyholders and that 60% of all prem- 
iums paid had been, removed by the com- 
panies from Russia; and that the com- 
panies had suffered in respect of their 
Russian assets not so much by confisca- 
tion as by depreciation. Mr. Greenbaum 
painted a picture of “the poor peasant 
fleeing from Russia with barely the 

(Continued on page 4) 
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As CATHEDRALS WERE BUILT 


O ARE built great Life Insurance Companies. Study the great cathedrals of Europe 
(visit them if you can) and see how successive centures are built into them. 








In the Cathedral there was from the beginning a definite plan, a definite limitation. 
It was always clear to the builders that the glorious structure would be finished some 
day. But when? People did not ask. They toiled and sacrificed in order to do their 
part, to add their bit to the mighty whole, knowing that neither they nor their children 
would see the completion of the work. By their labors they fostered religion and the 
arts and fed their own souls while erecting a vast pile which they knew would instruct 
and impress their successors through countless generations. They fed their own souls 
and rendered a noble service to others—even to those not of their own faith. 


So it is with Life Insurance and especially so it is with the New York Life. Unlike 
the Cathedral builders, our founders in 1845 (eighty-one years ago) had no definite out- 
line of the structure which they then began. 


They labored to establish a program of mutual human service. They did not begin 
to realize the full significance of what they did. Their successors for about three full 
generations have labored as they did and we, the living laborers, begin now to realize 
what it all means. In 1926 the structure, founded in 1845, begins to emerge in outline. 
Its splendid substance is shown in our coming Home Office building and in our assets 
and outstanding insurance. 


But the real structure is only suggested by these facts. 


Why should not our successors continue through centuries (as the Cathedral builders 
did) the labors of the men and women who have built so splendidly thus far? When 
will the New York Life be finished? Never! Its foundations are as deep as human 
love; its spires disappear in unfulfilled dreams of human aspiration; its great arches 
support an expanding nave which can cover and protect all who come. 


We are to-day building ourselves into this great Cathedral of Service. 


Our work will always be as clearly defined and as permanent as is the work of the 
men who built with stone and to the glory of God, in the twelfth or in an earlier or in 
any succeeding century. Their work stands. The guide will point out, as you gaze and 
wonder, the work done in different centuries. The agents of Nylic are writing records 
which shall last as long as human life endures. They are building themselves into this 
great instrumentality of social service. What they do will endure. It will endure 
because it renders service. 


Who then should work with finer enthusiasm than a Nylic agent? Who that is young 
and keen and ambitious and has high ideas about service would not be a Nylic agent? 


To labor and thereby achieve something that shall not “fade like a dream”; to 
influence beneficently the condition of generations unborn; to build an aisle or an arch 
or a tower in a structure which shall last co-evally with human strength and human 
affection, with the knowledge that if ruin finally comes to human society, his work shall 
still endure in song and story! That is the ideal that leads a Nylic agent on and 
strengthens him as he sees that ideal becoming a reality. 


Write to the nearest of our one hundred and forty-three Branch Offices in the 


United States and Canada or direct to the Home Office. If you have the right qualities 
there’s a place for you. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
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Langmuir Offers New 
Policy Selling Idea 

A LETTER OF INSURED TO WIFE 

Makes Policyholder Think Deeply of 


Insurance Needs; Popularity of 


Medium Sized Policies 








Charles H. Langmuir, superintendent 
of agencies of the New York Life, de- 
livered an interesting address on selling 
methods before the Life -Underwriters’ 
Association of Los Angeles this month. 
He said there is much exaggeration 
relative to the writing of big program 
insurance. He took at random an agent 
of the New York Life in each of the 
twelve geographical sections of the U. 
S. who paid for $250,000 or so in 1925, 
and presented the following table to 
show number of applications each wrote, 
illustrating that few built up their busi- 
ness on large cases. 





Aver. 
Location of Agent App. 
New York City........$253,000 $2,200 
PE -ccsageaecteeed S 3,272 
Johnston ..-.ses-ccccese : 4,473 
EE ééccusmnssenaoe i ‘ 2,941 
EE osddecvnecban t 2,873 
ee Tere CHEF. cccsccy 8,112 
jerkene ntinnuheeeenwant 250,500 1,821 
New Hampshire........ 8,240 
Oklahoma ....-..-..+005 2,648 
Scu. California... E 67 3,753 
Columbus ...s+.- 7,936 
DEE: tc ccxesedendkesws 2,277 


Not Many People with Big Incomes 


His conclusion was that most life in- 
surance policies are small and that the 
permanently successful secure a large 
number of average-sized cases. The 
reason is obvious. Out of 110,000,000 
people there were only 994,000 who paid 
taxes on incomes of over $5,000 a year 
in 1925. 

Continuing he said: 

“We hear a lot also about special plans 
of life insurance and I heartily favor 
them for covering .special needs. They 
should grow in popularity and mean- 
while they serve as excellent introducers 
to the subject of life insurance. My 
own Company issues many special poli- 
cies—Trusts, Annuities, etc., but our ex- 
perience is probably typical of the busi- 
ness in general. When the results are 
boiled down and the average struck, we 
find this— 

On the Ordinary Life Plan: 
48% of all our policies. 

On the 20 Payment Life Plan: 
29.6% of all our policies. 

On the 20 Year Endowment 

Plan: 
10.7% of all our policies. 

On all other Plans: 
11.7% of all our policies—and 
that includes Term insurance. 


Policyholders Letter to His Wife 

Mr. Langmuir elsewhere in his ad- 
dress said that one good way for an 
agent to make a man think of his life 
Insurance is to have him write a letter 
to his wife to attach to his policies, 
which she can read in event of his 
death. Few men would want to write 
such a letter if their insurance is not 
large enough for a family of children 
to live upon. The idea came to him 
because he wanted to write such a let- 
ter and was forced to take out more in 
order to write the letter. ’ 

Mr. Langmuir recommended the fol- 
lowing as a type of letter which a policy- 
holder can write to his wife: 

Darling: I am attaching this: letter to 
my policies of life insurance because 
[ want you to-know the thought that 
lies back of each provision I have made. 
_ My first policy is for you. It is what 
8 called an Income policy and it will 
Pay to you as long as you live $50 a 
| rae Renee Seer $50 a month 

My second policy is for you and is 
Payable in Cash. It is for $10,000, and 
this amount invested at 6% will pay 
you as long as you live $600 a year, and 
after your death the $10,000 should go 
our children « ...,.<eoee. $50 a month 


ence (Age 16). It is for $6,000 and I 
(Continued on page 6) 











SER VICE 


Many salesmen ‘have shaken hands 
with success. It was not so difficult 
do, once they saw- that, while they 


might be possessed of intelligence, 


knowledge, courage, confidence, in- 


dividuality and diplomacy, they were 
still lacking an essential quality if they 
did not possess a deep-seated desire to 


be of service. 


A man is not in tune with his daily 


work if he does not see in it an oppor- 


tunity to add something to the comfort 
and happiness of other people. Along 
with a real and complete knowledge of 
his line, he should know something of 
human nature. He should also carry a 
generous supply of heart-throbs to 
assure that his mission will be one ot 


real service. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 
Epwarp D. Durrrep, President 








Robbins and Simons 
Agencies Are Merged 


HOME LIFE GENERAL AGENCIES 
Both Have Been Successful Offices 
Here Since 1909; Will Be At 
256 Broadway 
An important consolidation in New York 
general agencies was announced this week 
in the merging of the offices of J. Roy Rob- 
bins and Russell M. Simons, who have 
been general agents of the Home Life for 
some time. The Robbins agency has been 
at 256 Broadway, and the Simons agency 
at 115 Broadway. The new merger is ef- 
fective May 1, at which time new offices 
will be opened on the seventh floor of the 
Home Life Building, one floor above the 
department of issue, at 256 Broadway, one 
of the best locations in town, as it is oppo- 

site City. Hall Park. 












J. ROY ROBBINS 

This merger brings together two well- 
known, experienced and successfui life in- 
surance meh who have influential connec- 
tions in the life insurance business, and 
both of whom have fine reputations, and 





RUSSELL M. SIMONS 


will form a strong and progressive combi- 
nation which will start with a very satis- 
factory volume of business, as the two 
general agents have outstanding about 
$20,000,000 of life insurance. Ever since 


DR. BABLER RESIGNS 
Dr. E. A. Babler of the International 
Life has resigned as chief medical direc- 
tor. He is succeeded by Dr. George F. 
Rendleman, formerly of the Standard 
Life. 
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their appointments they have been in the 
upper ten group of general agents of the 
Home Life Insurance Company. The name 
of the new office will be Robbins & 
Simons. 

Their Careers 

Mr. Robbins came to New York from 
Dayton, O., in 1901 and was working for 
$10 a week when he became a sub-agent 
for frederick A. Wallis, then general agent 
of the Home Life. At the time he was 
twenty years old. He made a good record 
as an agent and impressed the officers of 
the company as being of general agency 
timber. They, therefore, made him a gen- 
eral agent in 1909, Among the insurance 
men with whom he came in contact was 
Russell M. Simons, who had nine years’ 
experience in the insurance business, start- 
ing with George A, Stanton & Co., now E. 
I. Hall & Co. He persuaded Mr. Simons 
to devote all his time to life insurance and 
Mr. Simons became an agent for the Home 
Life in 1904. Both he and Mr. Wallis were 
made general agents in 1909, when Fred- 
rick A. Wallis resigned from the company. 

The new general agency will start with 
the best wishes of a large circle of friends, 
and as both Messrs. Robbins and Simons 
are insurance men who know their sub- 
ject from the ground up and have an un- 
usually wide acquaintance with agents and 
brokers, the merger should prove very 
successful. Some of the people who 
brought business to their offices in 1909 are 
still doing business with their offices. 

Why They Get Together 

The Home Life is now in the midst of 
an old policyholders’ campaign which will 
extend throughout April and May. One 
feature of it is the writing of non-medical 
business during those months upon the 
lives of any person who has been insured 
in the Home Life within the past two 
years. 

Mr. Robbins said: “Mr. Simons and I 
have had similar aims and both look at 
things in much the same light, and we have 
felt for some time that we could pool re- 
sources to the advantage of both. In our 
new quarters we shall have largely in- 
creased facilities, and we are entering the 
new relationship with enthusiasm. We are 
seeking to build a permanent agency of 
successful producers, and have a_ good 
nucleus to start with. We already have 
a number of agents, whole time men, who 
are on the Home Life’s honor roll.” 


TWELVE SCHOLARSHIPS 

The National Association of Life Un- 
derwriters announces the authorization 
of twelve scholarship awards to be given 
at the 37th annual convention of the 
Association at Atlantic City, September 
15, 16 and 17. 

The associations are to compete against 
each ather on the basis of their increase 
in membership computed upon the per- 
centage plan. 


IN HONOR OF JOHN MORIARTY 

From April 10 to April 20 agents of 
the Missouri State Life will make a spe- 
cial drive in honor of Second Vice Presi- 
dent John J. Moriarty. Each agent will 
try to write $10,000 of business. 








New England Mutual Life 


Phone 


Cortlandt 
2030 


“For seventeen years the brokers’ office” 


BALDWIN 


5 Maiden Lane 
5th Floor 
5 Seconds from Broadway 








Russian Hearing At Albany 


(Continued from page 1) 


clothes on his back” and the policy of 
insurance in the New York company as 
his one forlorn hope for the future. Of 
course, had he left the policy in Russia 
he could not have commenced suit after 
the lapse of five years, he said. 

Ira A. Schiller brought out the point 
that the signing of the bill by the Gover- 
nor would not prevent policyholders 
bringing similar actions in sister states 
and in the United States courts. 


Recht Memorandum 


In a memorandum Charles Recht, 
representing counsel for Russian policv- 
holders, said in part: 

“Certainly American companies are 
prosperous enough to give a part of their 
reserves io Russians to vindicate their 
obligations if the courts should so decide. 
The whole question is for the courts and 
the courts alone. No legitimate reason 
for legislative interference has been or 
can be advanced. The honor and integ- 
rity of American contracts is at stake. 
These should be preserved and not de- 
stroyed. The argument that this is mere- 
ly a stay is not made in good faith and 
is not sound. As the Appellate Term said 
in the Kirsner case such stay ‘amounts in 
effect to a final disposition of the action.’ 
The companies hope by means of this 
bill entirely to avoid responsibility— 
their spokesmen practically admitted this 
by refusing the suggestion made at the 
hearing that they submit to the jurisdic- 
tion of Russian courts, although they 
are contending that American courts 
cannot assume jurisdiction. 

“The constitutional aspects of the 
question have not been touched on, but 
it is urged that they are serious, as the 
bill in substance destroys the policies and 
impairs the obligation of contract.” 

When it came time for Mr. Recht to 
speak at the hearing the Governor de- 
clared that the argumentative ground 
had been traveled over by all of the 





speakers so that he thought he was suf- 
ficiently informed; and so would listen 
instead to those in favor of the bill. 


Investments in Russia 


Mr. Davis said that at the time of the 
seizure of the American assets of the 
American companies in 1919 the New 
York Life had 50,000,000 roubles invested 
in Russian bonds, for the most part rail- 
way bonds, to protect some 15,000 to 
16,000 policyholders; that the Equitable 
had from seven to eight thousand policy- 
holders; that there was on hand a de- 
ficiency of money in Russia to have paid 
all claims and left something over to the 
credit of the companies; that before the 
American company could do business in 
Russia it was obliged virtually to estab- 
lish a Russian branch, to make deposits 
as required by the Russian insurance law 
and to agree as a part of the contract of 
insurance that in case of any disagree- 
ment all disputes should be settled in the 
Russian courts only, according to Rus- 
sian law; that until the Russian govern- 
ment is recognized no one can say what 
the Russian law is or may be; that Soviet 
Russia first seized the assets of the com- 
panies and for a time continued to cot- 
lect the premiums under them; that by a 
second decree insurance was abolished 
and that in 1924 Soviet Russia created 
an organization called the “Credit Bu- 
reau,” which had brought together claim- 
ants under endowment and other limited 
payment matured contracts. 

Mr. Davis also said that such claim- 
ants have been urged to put up money 
to institute proceedings to recover on 
the policies from the American assets of 
the companies and that the Soviet Rus- 
sian government anticipates receiving at 
least a portion of the amounts so re- 
covered. 

Further, Mr. Davis contended that the 
American life companies, the Russian 
government and the policyholders had 


= 


agreed as a condition to the insurance 
contract that all suits should be brought 
only in Russia and that in the sense of 
protecting the New York companies from 
endless litigation a stay in all such ac- 
tions should be imposed upon the courts; 
that until there has been a recognition 
of the Russian government no court can 
say what the Russian law is; that it was 
unjust to attack the American assets be- 
cause no assets in Russia could be called 
upon to pay other than Russian policy- 
holders until all such obligations were 
paid in full. 
Comment by Governor Smith 

An unusual interest was manifested in 
the hearing by the Governor, who de- 
clared: “What we are seeking to do is 
pretty clearly understood by the legisla- 
ture and I think by myself and by the 
Department of Insurance.” The Gover- 
nor asked a number of questions. “It is 
a Russian contract, made under the su- 
pervision of the Russian government, and 
if the Russian government has got all 
of the assets, the Russian government 
and not ours is to blame,” he said. 

Governor Smith has since signed the 
bill. 





QUOTES METROPOLITAN LIFE 
Senator Bruce Reads Letter From That 
Company Telling of Growth of 
Alcoholic Deaths 


In his talk before the Senate Commit- 
tee hearing on the wet and dry situation, 
Senator Bruce of Maryland said, among 
other things: 

“The Metropolitan Life Insurance 
Company, which has 17,000,000 industrial 
policyholders, writes me that between 
1917 and 1920, the year that the Volstead 
act went into effect, there was a decided 
downward trend in deaths among. its 
policyholders from alcoholism, but that 
since 1920 there has been an upward 
trend, the figure for 1925 (2.9 deaths per 
100,000 policyholders) being nearly five 
times the figure for 1920 (.6). In a re- 
port rendered last year by the State 
Hospital Commission of the State of New 
York it was stated that alcoholic in- 
sanity had trebled in that state during 
the five years of national prohibition.” 





APRIL 13 MEETING 


The April 13 meeting of the Life Un- 
derwriters’ Association of New York 
will be addressed by Leon Gilbert Simon 
of the Equitable Life Assurance Society, 
instructor of the special inheritance tax 
classes at New York University; and 
Ralph S. McDonald, assistant trust of- 
ficer of the Montclair Trust Company; 
and by Norman R. Hill, one of the lead- 
ing writers of the Northwestern Mutual 
Life, who lives in Williamsport, Pa., and 
was formerly a minister. Mr. Hill in 
1925 paid for $2,945,000. 


LANE WRITES A SONG 


Mervin L. Lane, agency manager of 
the Equitable Life Assurance Society, at 
1140 Broadway, wrote a song for use of 
agents in the Judge Day campaign. 











Seventy-five 


Springfield, Massachusetts 





the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. They conceived an organization that 
would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 


During all these years this institution has faithfully maintained the spirit 
of service inaugurated at its birth. To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Years Ago 


Organized 1851 


























Increased Dividends 


The Equitable Life of Iowa announces 
a new, increased dividend scale, making the 
already low cost of insurance in “Iowa’s 
Oldest Company” the lowest in its history. 

In 1925, Equitable Life of Iowa payments 
in dividends to policyholders exceeded the 
payments in death claims 
AN OUTSTANDING RECORD! 


EQUITABLE LIFE 
INSURANCE COMPANY 


Founded 1867 


by 70 per cent. 


OF IOWA 
Home Office: Des Moines 
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When State Has Grudge 
Against Other State 


THEN RECIPROCAL FUR FLIES 





Guy W. Cox Gives a Few Examples; Re- 
taliatory Laws Often Prevent In- 
justice to Business 





In a paper delivered before the Asso- 
ciation of Life Insurance Counsel Guy 
W. Cox, vice-president and general coun- 
sel of the John Hancock discussed some 
interesting examples of the manner in 
which reciprocal provisions of insurance 
statutes are carried out. 

“It was fitting and probably necessary 
to pass reciprocal or retaliatory laws,” he 
said. “They are a good rule in that they 
work both ways. They are a protection 
against hostile foreign legislation as 
long as your own laws are liberal and 
wise, and become an avenging boom- 
erang when your own laws are illiberal 
and unwise.” 


Examples of Reciprocal Action 


Mr. Cox said that because Maryland 
imposed a fee of $300 upon life insurance 
companies, Vermont attempted to im- 
pose a like fee, upon a Maryland com- 
pany carrying on the business of liabil- 
ity, fidelity and accident insurance in 
Vermont. The Vermont Commissioner 
contended that the retaliatory statute of 
Vermont called for the imposition of the 
maximum fee exacted by the State of 
Maryland, regardless of any classifica- 
tion of the species of insurance trans- 
acted. But the court held that, as the 
plaintiff was not of the same classifica- 
tion as the National Life Insurance Com- 
pany of Vermont, and as Maryland im- 
posed no fees upon the class of com- 
panies represented by the plaintiff, no 
fees would be imposed under the retali- 
atory statute of Vermont upon the plain- 
tiff. Fidelity & Casualty Co. v. Brown, 
92 Vermont 390. 


Maryland and New York 


A Maryland compnay was refused ad- 
mittance by the State of New York, 
and thereupon a New York company was 
denied admission to Maryland. The court 
found that the Maryland company had 
been “shut out of New York” by the 
“unappealable determination of the New 
York officer not to grant it a license,” 
and, while conceding that there was no 
such discretionary power conferred on 
the Maryland Commissioner in expressed 
language, it decided that “when the New 
York statute imposes an ‘obligation or 
prohibition, not found in ours, that ob- 
ligation and prohibition must be treated 
as if found in so many words in our 
Statute, and it is to be enforced ac- 
cordingly.” 

My immediate point of interest in this 
decision is that the court, in its opinion, 
stated: 

“There would seem to be especial fitness in 
enforcing it (the retaliatory law of Maryland as 
sommet the appellee (New York company), whose 
usiness is so especially along the same line 
and plane as the American Casualty Insurance & 
Surety Co. (Maryland Company ).” 
and 
“Tt (the Maryland statute) clearly meant that 


R our companies were prohibited from a state, 
theirs were to be prohibited here.” 


Talbot v. Fidelity & Casualty Co. 
Md. 536, i ee 

The language of this decision has 
raised the query as to what would have 
been decided if there had been no “es- 
Pecial fitness” in enforcing the Mary- 
land statute against a New York com- 
pany whose business was not “especially 
along the same line and plane as the 
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Maryland company.” And this case has 
been cited and used as a basis for argu- 
ment before Insurance Commissioners 
that rules and_ prohibitions enforced 
against companies of a home State in 
another State are not restricted to the 
same class of companies nor to like 
matters when the home State applies 
its reciprocal law to the companies of 
the other State. This case was not cited 
or referred to in the Vermont case of 
Videlity & Deposit Co. v. Brown, supra. 

In Massachusetts it was decided that, 
under reciprocal laws, taxes upon for- 
eign companies were not cumulative, 
and it was said: “AIl these provisions 
are intended to be reciprocal ...” and 

“We think it very plain that the object of 
the statute is to make the same rate of taxa- 
tion under this section no more burdensome up- 
on foreign companies here than the like rate 
is upon the companies of Massachusetts doing 
business in the toreign State,” Metropolitan 
Life v. Commonwealth, 198 Mass. 466. 

See Metropolitan Life Ins Co. v. Boys, 296 
Ill. 166. The difference in result from the Mass- 
achusetts case may well have been due to the 
difference in time the suits were brought to re- 
cover taxes paid in both cases for the years 
192, 1993 and 1904, as the Massachusetts case 
was decided early in 1908 and the Illinois case 
at the end of 1920. But, in the first case, it was 
proved by competent evidence that the decis- 
ion in People v. Miller, 179 N. Y. 227, applied to 
foreign corporations, while, in the second case, 
this fact appears only to have been argued upon 
case authorities and the argument was _ re- 
jected by the court. 

In an Iowa case, a New York com- 
pany was prohibited from transacting 
more than one class of business in the 
State of Iowa because the court said 


that Iowa companies “would be” so re- 
stricted in New York, although no Iowa 
company actually had been so restricted 
in New York. State v. Fidelity & Cas- 
ualty Co., 77 Iowa 648. 


Minnesota and New York 


In Minnesota, when it was sought to 
prevent a New York company from 
transacting three classes of insurance in 
the State under the allegation that Min- 
nesota corporations would not be per- 
mitted to exercise in New York the same 
privileges, the court refused to prohibit 
a New York company from carrying on 
these three classes of business on the 
ground that it was doubtful whether the 
result as alleged would follow under the 
New York law. Apparently, the doubt 
was that you never can tell what New 
York will do until she deals with an 
actual case. State v. Fidelity & Casu- 
alty Co., 39 Minn. 538. 

In Ohio it was attempted to prohibit a 
New York company that was transacting 
four distinct lines of insurance in Ohio 
from doing more than one of such lines 
of insurance, under the allegation that, 
by the laws of New York, no company 
incorporated in Ohio could transact in 
New York more than one of such lines 
of insurance. Under the counter-allega- 
tion that no Ohio company had organ- 
ized to transact said four lines of insur- 
ance and had never made application to 
the proper officers in New York for a 


= 


license to do said four lines of insurance, 
the court refused to limit the business 
of the New York company. State ex 
rel. Attorney General v. Fidelity & Cas- 
ualty Co., 49 Ohio State 440. 

In conclusion, I suggest that it is de- 
sirable for us to actively co-operaté and 
use our opportunities as best we may 
to preserve in all of our States the great- 
est possible amount of comity and to se- 
cure uniform like-for-like, class-for-class 
and cause-for-cause reciprocal restric- 
tions. 





LONG HUNTINGTON’ ESTIMATE 





Written By George E. Bulkley, Vice- 
President of Connecticut 
General 
George E .Bulkley, vice president of 
the Connecticut General, has’ written a 
two and a half page estimate of Robert 
W. Huntington in the bulletin of the 
company. It indicates the tremendous 
competition which faced the Connecti- 
cut General when Mr. Huntington took 
charge as the youngest life insurance 
president twenty-five years ago, and how 
his leadership made the company the 
great institution it is today. It includes 

the following: 

“Twenty-five years of such leadership 
have necessarily left a deep and abiding 
impression on the company. The feeling 
of cooperation and mutual friendship 
and trust in a common cause which 
pervades all the relationships in the 
company forms a background against 
which misunderstandings: and jealousies 
largely fade away. This is an asset none 
the less real because it isn’t entered in 
the ledger and has had much to do with 
the company’s success in the past and 
its strong position to meet the future. 
In a general way we have all appreciated 
this fact and it has made our work far 
pleasanter and therefore more success- 
tul.” 





PICTURES OF AGENTS’ HOMES 


The New York Life in a current issue 
of its agency bulletin runs a unique fea- 
ture, printing the picture of thirteen 
agents (Nylics) and their homes. In 
most cases the agents are standing in 
front of their homes, sometimes accom- 
panied by members of their’ families. 
In the East, W. A. Downs of South 
Orange, N. J., and Samuel R. Bentley, 
Clarksburg, W. Va., are represented. A. 
L. Farmer of Tulsa, Okla., former presi- 
dent of the $200,000 Club of the New 
York Life, has one of the best looking 
houses. 


S. VAN VLIET JOINS KNIGHT 


Stewart Van Vliet joined the C. B. 
Knight Agency, Union Central in New 
York, this week as agency supervisor, 
working principally in New York City and 
suburban New Jersey territory. His head- 
quarters will be in the Woolworth Build- 
ing. Mr. Van Vliet was formerly with the 
life department of Marsh & McLennan in 
its New York office and previous to that 
was with the Travelers in New York for 
six years. Mr. Van Vliet is the son of 
Colonel R. C. Van Vliet of Red Bank, 
N. J., who is now retired: He has a wide 
acquaintance among New York City 
brothers. 


JOHN HANCOCK MARCH ISSUE 


The John Hancock produced $52,000,000 
of new business in March, 1926, a gain of 
$17,750,000 over March, 1925. 
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NEW YORK LIFE OPTIONS 





Company Explains Their Advantages; 
Appeal for Professional Man or 
Woman Without Dependents 


In discussing the advantages of the 
new optional settlements of the com- 
pany, the New York Life says: 

“Let us point out, for example, how 
valuable these optional methods may be 
to a professional man or woman without 
dependents, looking forward to the days 
of retirement. 

“At age 40 an Ordinay Life policy 
($10,000) calls for an annual premium of 
$330.10. At the present dividend scale 
and with interest paid on the dividends 
deposited at 4.6 per cent. the policy 
would mature as an Endowment in 26 
years; which means that when the in- 
sured reached age 66, the $10,000 would 
be payable in cash. 

“Our new settlement options definite- 
ly provide that $10,000 left with the 
company by a person age 66, will enti- 
tle him to an annual income of $916.90 
a year, of $79.20 a month, this income 
to be paid through the entire lifetime 
of the payee, and in any event for 5 
years certain. Should the payee prefer 
to have the income guarantced for 10 
years certain, the annual income would 
be $828.90 for life. 

“The policyholder may want to re- 
tire, may desire to be free from any 
worry regarding investments, or ancer- 
tainty as to income, when he reaches 
age 66. He will realize, if you point it 
out to him, the advantage of paying 
the comparatively small premium of 
$330.10 now in order to be able to look 
forward to an income of $916.90 a year 
then, with insurance of $10,000 in the 
meantime. 


“For the married man these provi- 
sions will also be of value. He may 
have children who will be a burden 


chiefly for the next 5 to 10 years. The 
pressing difficulty is to afford enough 
life insurance for the guarantee of such 
children’s education and also to provide 
for his wife. Through these settlement 
options an income can be guaranteed to 
the children for 5 years or 10 years cer- 
tain. That will in many cases be long 
enough to see the children out for them- 
selves, and it can be arranged for the 
income to continue to be paid, after the 
‘certain’ period, to the wife during her 
entire life. By limiting the guarantee 
to 5 or 19 years certain, the amount of 
the income is considerably increased 
over what it would be if guaranteed for 
20 years certain.” 


MAKES GREAT RECORD IN 1925 








Eureka-Maryland Assurance Has $46,- 
490,279 of Insurance in Force; 
Total Income $1,679,116.91 


The FEureka-Maryland Assurance 
Company is now operating in fifteen 
States and the District of Columbia. In 
discussing the progress of the company 
during 1925, President J. C. Maginnis 
said: 

“Our assets at the close of the year 
amounted to $3,307,352.58. This is a gain 
of $471,344.76, or 16.6% over the previous 
year. Our reserves are now $2,789,318, 
an increase of 17.3% over last year. We 
paid a dividend last year of $60,000 cash 
and $50,000 stock which increased our 
capital $50,000, making it $250,000 at 
present. Notwithstanding this payment 
our surplus at the close of the year 
amounts to $224,540.42, an increase in 
capital and surplus of 18% over the 
previous year. Our total income last 
year amounted to $1,679,116.91, a gain 
of 28% over the previous year. We 
now have 143,000 policies in force for 
a total amount of insurance of $46,- 
490,279. Since we purchased control of 
the company in 1918, the assets have 
increased $2,829,326, a gain of over 
692%. The reserves have increased $2,- 
362,874, a gain of 655%. The total 
amount of insurance in force has in- 
creased over $37,000,000, equivalent to a 
gain of 526.5%.” 


GOOD WILL RULING 





Establishment of Such Ruling Is Within 
Jurisdiction of Board of 
Tax Appeals 


Establishment of the value of good 
will of a going corporation is within the 
jurisdiction of the Board of Tax Ap- 
peals, it was held in effect by the board 
in its decision of the appeal of William 
Chisholm’s Sons Co., a Cleveland cor- 
poration. In so fixing the value of good 
ill or the concern, the board overturned 
the Internal Revenue Bureau's findings, 
and, at the same time, reduced the value 
placed on the item by the taxpayer. , 

Although the Internal Revenue Bureau 
has not given its official decision, com- 
ment among bureau executives was to 
the effect that the decision could not be 
accepted without a test in the courts. 


STERLING WITH GT. SOUTHERN 

Don L. Sterling has been appointed by 
the Great Southern Life its manager at 
Dallas, Texas. Since entering the life 


insurance business about three years 
ago, he had been identified with the 
American Life Reinsurance Company. 


Mr. Sterling has made an enviable repu- 
tation for himself as a producer and or- 
ganizer, and is one of the most popular 
life insurance men in north Texas. He 
was president of the North Texas Life 
Underwriters Association during 1925, 
and is at present first vice-president of 
the National Association of Life Under- 
writers. 


WRITES RECORD APPLICATIONS 


General agent Felix Stazinski of the 
Agricultural Life in Bay City, Mich., is 
the new claimant for the world’s record 
for a single day’s applications. He wrote 
128 applications one day last week. He 
admits, however, that his record was 
purely a stunt, as he had practically all 
of the business carefully lined up be- 
forehand, and a short interview with 
each prospect on the particular dav 
closed the business. 





and 
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AGENCY’S ANNIVERSARY 


The seventh anniversary dinner of 
the Bokum & Dingle agency of the 
Massachusetts Mutual Life in Chicago, 
marking the formal consolidation with 
the L. Brackett Bishop agency, was held 
recently at the Chicago Athletic Club, 
with a number of company officials and 
prominent general agents from other 
cities attending. Norris Bokum acted as 
toastmaster, and among the speakers 
were Second Vice-President Henry 
Loeb, Superintendent of Agencies Jo- 
seph C. Behan; Company Medical 
Director Dr. Morton Snow; Warren C. 
Flynn, manager at St. Louis, and John 
W. Yates, general agent at Detroit. 





APPOINTED GENERAL AGENT 

The National Life of Vermont has ap- 
pointed Alton R. Briggs as its general 
agent for Chittenden, Franklin and 
Grand Isle Counties in Vermont, with 
offices at Burlington. He has had a suc- 
cessful record with the company as local 
agent in Burlington and vicinity and as- 
sumes his new duties well equipped to 
render competent service to the insur- 
ing public. 


H. D. W. ENGLISH DEAD 
H. D. W. English, of English & 
Furey, general agents for the Berkshire 
Life in Pittsburgh, is dead. William M. 
Furey will continue the agency. 








OPENS LIFE DEPARTMENT 

Fred S. James & Co. have opened a 
life department in New York and _ will 
represent the Travelers. Joseph FE. Mul- 
hall is in charge. 
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16% gain 
ADMITTED ASSETS 
LIABILITIES 


25% increase 





Analyzing Success 


CROSS section of the 66th Annual Statement which 
A shows, by growth, safety and low net cost, why the 
Guardian ranks as one of the strongest of the strong com- 


NEW BUSINESS, ABOUT 50% 


OE ns dan eG ad asaidsindacwen $ 66,857,528.00 


INSURANCE IN FORCE, 
pW ea a Sale 290,912,305.00 
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SURPLUS & DIVIDEND FUND, 
13% of Liabilities ... 


1926 DIVIDENDS SET ASIDE, 
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The Guardian is growing more rapidly than most old line 
companies, and in a way that offers unusual opportunities 
to men of the right calibre. 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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OKLAHOMA SCHOOL 





A. M. Lovelace to Lecture There Again 
This Summer; Also V. B. Coffin 
and R. G. Engelsman 


The summer school of life insurance 
underwriting in Oklahoma City is as- 
sured with date announced from August 
10 to October 1. The school will be 
personally conducted by Griffin M, 
Lovelace and a selected staff of instruc- 
tors. This is the second year for un- 
derwriters of Oklahoma and_ other 
Southwest states to have the oppor- 
tunity of attending one of the Love- 
lace schools under the auspices of the 
Oklahoma Association of Life Under- 
writers. An annual life underwriting 
school has been the goal of this asso- 
ciation for years, crystallizing last year 
in what was termed by this noted edu- 
cator as one of the best and most sat- 
isfactory courses ever conducted by 
him. 

The faculty this year will include Vin- 
cent B. Coffin of Albany and Ralph 
G. Engelsman of New York. 


UNION CENTRAL FIGURES 








Sub-Standard Insurance Increased from 
$15,000,000 to $21,000,000 at End 
of 1925 


The Sub-Standard Insurance of the 
Union Central in force increased from 
$15,000,000 at the end of 1924 to $21,000,- 
000 at the end of 1925. 

The Re-insurance in force increased 
from $49,000,000 to $73,000,000. 

The proportion of term policies con- 
verted to permanent forms continues to 
offer satisfactory evidence of the suc- 
cessful efforts of the agency force and 
the Home Office in this direction. 

The average premium on new busi- 
ness was $34.36 per $1,000; and on re- 
newal business, $35.94, a slight increase 
over the preceding year in each case. 








Langmuir Policy 
(Continued from page 3) 


have arranged for the proceeds to be 
held in trust at interest and paid out to 
you at the rate of $100 a month. This 
income will last for more than five years 
by which time Clarence will be out of 
OO cia seen caren Nee roi $100 a month 
My fourth policy is for our son, Al- 
fred (Age 14). It is for $8,000 and left 
in trust as above will provide an in- 
come for you of $100 a month. This in- 
come will last for more than 7 years by 
which time Alfred will be out of col- 
MOO or Saha ec rena oed ater $100 a month 
My fifth policy is for Paul (Age 10). 
It is for $12,000 atid left in trust as above, 
it will provide an income for you of 
$100 a month. This income will last 
for about 12 years, by which time Paul 
will be out of college....... $100 a month 
The total income you will receive, 
therefore, from my life insurance alone 
2 | (Dt a ee eee $400 a month 
This income totals $4,800 a year for 
five years, when Clarence should be out 
for himself. It then remains at $3,600 
a year until Alfred graduates (7 years) 
whereupon it becomes $2,400 a year until 
Paul graduates (12 years), after which 
you will have $1,200 a year, $100 a month, 
for life, in addition to whatever income 
my estate will produce. i 
With all the boys educated, you will 
live as comfortably, I believe with this 
$100 a month as you wil live on $400 a 
month while the boys are depending upon 
you for their support through school and 
college. I have tried to arrange this so 
as to relieve you of the heavy strain 0 
these early years and yet to leave you 
scure in your later years of life. 
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Some Cold Canvass 
Boobs and Egotists 


MISREPRESENT, SAYS BERTHOLD 


Agent Tells McNamara Class of Callers 
Who Attempt to Sell Him 
Insurance 








Cold canvass men have frequently 
narrated their troubles, but rarely do 
those who have experience with that 
type of salesman tell what they think of 
them. A group of insurance agents and 
brokers had a chance to obtain this lat- 
ter angle at the lecture course of the 
John C. McNamara Organization a few 
nights ago when Frank A. Berthold who 
placed about $4,000,000 last year was the 
speaker. Mr, Berthold has an office with 
his name on the door, but no identifi- 
cation as to his business. That has 
brought him the visifs of a number of 
cold canvass men, the approach of each 
one of whom is carefully studied by him. 

“Some of those approaches are amaz- 
ingly stupid and misleading and it’s no 
wonder so many of them can’t sell,” he 
said. “Now, tell me what would you 
think if a stranger entered your office 
and began his conversation by saying 
with quite a lot a swank: ‘My company 
has sent me to see you. I am a member 
of its $1,000,000 Club.’ That was the ap- 
proach of one of my recent callers. 

“Your natural reaction is to think— 
what is the $1,000,000 club? what do I 
care if you are a member? and what's 
all that to me? 


Not Selling Bonds 


“Then there’s the chap who arrives 
with a great air of importance, saying 
he has a special bond proposition of a 
marvelous Philadelphia financial insti- 
tution to present (said bond of course 
being an endowment policy), and which 
he explains at great length in Wall 
Street language as if it were a chance to 
get in on a gilt edged security cheap. 
When you suggest that it’s insurance he 
is talking about he will even try to 
hedge on that until he gets in his ste- 
reotyped sales talk.” 

The cold canvass men present thought 

it a little cruel on the part of Mr. Berth- 
old to string along these visitors and yet 
they were glad to get the reaction of a 
shrewd observer. The speaker never calls 
on a man cold even if he has to get an 
introduction by writing it himself. He 
hasn’t any difficulty in seeing people, 
and, in his character as an insurance 
agent and adviser. Personally, he sells 
exclusively Ordinary Life. 
_ He prepares carefully before embark- 
ing upon an interview and tries to have 
as many in the morning as possible when 
his brain is clearer. Recently a difficult 
and wealthy prospect fixed 4 o'clock 
as time for an interview. The agent 
spent the entire day studying up for the 
interview, not calling upon anybody else. 
He believes that unless an agent knows 
a man’s objective he can’t go very far 
and a clever agent should find out what 
the objectives are on the first interview 
if he cannot get the information before 
calling. 

“Make it your business to learn his 
asset value,’ said Mr. Berthold, “and 
then be sure that you appraise it prop- 
erly before you try to fix up a program 
or his estate. An unwise program is a 
terrible proposition full of dynamite. 
Don’t appear in a business man’s office 
with half baked information about in- 
heritance taxes, other taxes, value of 
securities, etc. _A mistake with one 
client may cost you a lot of clients.” 

The speaker also explained the com- 
prehensive service features of his office, 
which offers legal as well as insurance 
and investment advice. 





THEIR SECOND LARGEST MONTH 


The life business of the Hart & Eu- 
bank Agency of the Aetna Life during 
the month of March was the second 
largest in the history of that agency. 
The written business amounted to $11,- 
535,396, 


Love of Insurance Is 
Agent’s Greatest Asset 


KEYNOTE OF P. F. HUFF’S TALK 





Holds Interest of Hart & Eubank Agents 
As He Describes Selling Tactics 
to Win Prospects 





The sales tactics of a master salesman 
were revealed to the agents of Hart & 
Eubank, Aetna Life managers in New 
York, on Monday when they heard 
Perez F. Huff, Travelers general agent, 
describe some of the ways to build up 
a permanent future in the business. Mr. 
Huff places love of insurance as the 
greatest asset a life insurance agent can 
possess. “Cover people for what they 
actually need,” he said. One of his most 
effective appeals to a luke-warm pros- 
pect is this: “Suppose you went home 
tonight and knew you were going to die. 
Think of the many people who are de- 
pendent upon you. Wouldn't you like 
to make provision for them if it was in 
your power to do so?” Describing a 
case where this appeal was used Mr. 
Huff said that before he was finished 
with the case he not only got the man 
to take out $60,000 additional insurance 
but was able to make a contact with a 
friend of this prospect who had dropped 
into his office to see him. 

“Never joke when you are trying to 
sell life insurance but impress your 
prospect with the seriousness of the 
matter,” was one of Mr. Huff’s sugges- 
tions to the Aetna Life men. He im- 
pressed upen his audience that the needs 
of their prospects should be visualized. 


An agent should not go into a man’s 


office to sell him merely because he sells 
insurance. “Go a step further,” advised 
Mr. Huff, “be a missionary in the spread 
of the life insurance movement and un- 
selfishly try to do something of lasting 
benefit for the other fellow.” 

Claiming the distinction of being the 
original “app-a-day” man, Mr. Huff 
said: “There isn't a man in this room 
who cannot write a policy a day if he 
will consistently keep at it. Don’t mind 
rebuffs. RKemember when things seem 
to be going against you that is the 
time when you are going to profit. The 
man who doesn’t average an app a day 
is simply lazy. Vacations are a good 
thing for the man who works but a ter- 
rible thing for those who do not work.” 

Mr. Huff believes that an annual va- 
cation is both practical and necessary 
and feels that it is a real stimulant to 
the life insurance agent who works 
under high pressure the year round. He 
has just returned himself from a trip 
to Martinique and told the Aetna Life 
men some of his interesting experiences 
while there. 


BUYS UPTOWN PROPERTY 





Manhattan Life May Move Its Home 
Office to 57th Street, New York; 


Stays Downtown for Present 


The Manhattan Life, which recently 
sold its twenty-five-story home at 66 
3roadway, N. Y. to Frederick Brown, 
has purchased from Mr. Brown _ the 
thirteen-story St. Hubert Hotel at 120 
West Fifty-seventh street as a possible 
site for a new uptown home. 

It is not expected that the company 
will develop its newly acquired property 
for the present since a lease has been 
taken for a considerable space of time 
in the downtown property. 





MOTOR CAR MAN ENTERTAINS 


At the last meeting of the North Texas 
Association of Life Underwriters the 
Dallas manager of the Ford Motor Co. 
entertained with an exhibition of “magic 
art.” It was the largest meeting in the 
history of the association, the president 
of which is A. C. Raines. The principal 
speaker was E. P. Greenwood, president 
of the Great Southern Life. The mus- 
ical program was exceptionally good. 





FIRM As THE 


RUGGED COAST oF MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 























HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
forms of policy 


This Company issues all modern contracts from BIRTH to 68 years neat 
birthday. 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 
ORDINARY ‘POLicl - — aluable SPECIAL DISA! TOT AND 
con v BILITY 
PERMANENT Le and DOUBLE INDEMNITY FEATURES . and 
int. 


are guaranteed by State bs 
A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 
BASIL S. WALSH, President P. J. CUN . Presiden: 
JOSEPH L. DURKIN, agg! JOHN J. GALLAGHER, Treasures ’ 
DR. E. BRYAN KYLE, Medical Director 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 














cA Profitable Partnership 


exists between this Company and its agents. The Head 
Office furnishes a lead service whith permits agents to 
interview prospects Known to be interested. A steady, 
healthy growth in the company’s business is reflected in 
the increased earnings of its agents. 


Fidelity is a low net-cost cofpény-=operating in forty 

states. Full level net premium regerve basis. Over Three 

Hundred Millioninsurance in force-~and growing rapidly. 
cA few agency openings kor the right men 


FIDELITY MUTUAL Lire INSURANCE Co. 
Walter LeMar Talbot, President iT YN PHILADELPHIA 














ery ....-$117,647,000 
Pee eee eee eee $13,691,000 


Insurance in Force .............. abacaul $857,429,816 
Increase over 1924........... Pee eee ... $76,344,849 


New England Mutual Life Insurance Co. 


Boston, Mass. 






































The WESTERN AND SOUTHERN’S 
HALF - BILLION DOLLAR YEAR 


The incentive of reaching the mark of HALF-A-BILLION of 
life insurance in force during 1926 has accelerated production by 
The Western and Southern field force to such a degree that the 
Company is now experiencing the most prosperous period in its 
thirty-eight years of existence. 


THE WESTERN AND SOUTHERN LIFE INSURANCE CO. 


W. J. WILLIAMS, President 
HOME OFFICE: CINCINNATI, OHIO 
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PRUDENTIAL CONFERENCE 


Over 550 Representatives of Company 
Will Attend Four Day Meeting 
in Newark April 13-16 


A four-day conference, to be attended 
by more than five hundred and fifty 
representatives from various sections of 
the United States and Canada, will mark 
the 1926 business meeting of The Pruden- 
tial, to open at the company’s home of- 
fices in Newark on April 13. Among 
those who will attend are about 360 dis- 
trict superintendents, fifty-five managers 
of Ordinary Agencies and about 135 
mortgage loan correspondents, the latter 
being representatives of The Prudential 
in its investments in mortgages through- 
out 42 states and some parts of the 
Dominion. 


The conference will be opened on the 
morning of Tuesday, April 13, with a 
general meeting, addressed by President 
Edward D. Duffield. Speakers at the 
banquet Thursday will be Governor A. 
Harry Moore, of New Jersey; Sir Henry 
W. Thornton, K.B.E., chairman of the 
boards of directors and president, Cana- 
dian National Railways; Dr. John Mar- 
tin Thomas, president of Rutgers Uni- 
versity, and Judge Harold B. Wells, of 
Bordentown, N. J. President Duffield 
will be the toastmaster. The conference 
will close on Friday, April 16, 


REPRESENT MANY COMPANIES 


Among those who have been proposed 
for membership in the Life Underwriters’ 
Association of New York are repre- 
sentatives of the Travelers, Equitable, 
National Life of Vermont, Connecticut 
Mutual, Metropolitan, Union Central, 
Prudential, Phoenix Mutual, New York 
Life, Aetna Life, Guardian Life, Penn 
Mutual, Berkshire, Massachusetts Mu- 
tual, New England Mutual, State Mutual 
and Mutual Life. 








- Address, stating salary expected: 


86 Fulton Street 





Here Is A Real Opportunity 


One of the largest general insurance offices in the country, long established 
in New York City, is desirous of securing the services of an experienced life 
insurance salesman of organization ability; 30 to 35 years old. 
proven capabilities and personality appropriate to big business. 
tions considered in strict confidence. This position offers unlimited possibilities. 


Box 1032 
THE EASTERN UNDERWRITER 


Must possess 
Communica- 


: New York, N. Y. 








LIFE INSURANCE TRUSTS 
L. G. McDouall, Trust Officer of Fidel- 
ity-Union of Newark, Addresses 
Equitable Life Managers 

The Board of Managers of the Equit- 
able Life held its monthly meeting at 
the Hotel Pennsylvania on Monday, 
April 5, Leslie C. York, president, pre- 
siding. The speaker was Leslie G. Mc- 
Douall, trust officer of the Fidelity Union 
Trust Company of Newark, New Jersey, 
who delivered a talk on the subject of 
life insurance trusts. This talk was ac- 
companied by stereopticon slides which 
vividly illustrated points in the talk. 
Particular emphasis was placed on the 
tremendous volume of lump sum settle- 
ments which are made year m and year 
out by life insurance companies. 

As Mr. McDouall is a member of the 
Committee on Insurance Trusts of the 
American Bankers’ Association, as well 
as handling this particular subject for 
the Fidelity Union Trust Company, he 
was well fitted to present this subject to 
the Board of Managers of the Equitable. 

With the introduction of special dis- 
ability benefit for professional men, 
Guardian Life announces an increase in 
the rates for the regular disability ben- 
efit averaging about 25 per cent. 


NON-PAR TERM 





New Policy of Philadelphia Life Includes 
Double Indemnity and Total Disa- 
bility; Other New Contracts 

The Philadelphia Life is announcing to 
its agency force the issuance of a new 
low-rate non-participating term policy. 
This policy will include Double Indem- 
nity and Total Disability. 

A complete revision of all insurance 
contracts of the company is under way. 


INSURANCE COMPANY LOSES 

A jury in the United States District 
Court at Denver, April 2, after thirty-six 
hours’ deliberation, agreed that Judge 
Royal R. Graham, who was found dead 
in his home September 9, did not com- 
mit suicide, although it was stated the 
room was gas filled. The Occidental 
Life contested a $5,000 policy on Gra- 
ham’s life. The court gave the attorney 
for the company ten days in which to 
file exceptions and ask for a new trial. 





HANSELMAN MARRIES 
Wendell I’. Hanselman, editor of the 
Union Central “Agency Bulletin.” and 
Miss Helen Beiderwelle, of Cincinnati, 
were married recently. He went to the 
Union Central in 1924, after being on 
Cincinnati newspapers. 


——— 


A MAYOR’S ACHIEVEMENTS 





Hartford Paper Tells What Norman C, 
Stevens, An Insurance Man, Has 
Done In Running City 
Norman C. Stevens, the Hartford in- 
surance man who has been renominated 
for mayor, has been a good public offi- 

cial. 

A Hartford newspaper presents the 
following as the highlights of his ad- 
ministration : 


Tax rate reduced one and one-half 


mills. 

Asylum and Ford streets widened 
along Bushnell Park, and_ pedestrian 
underpass constructed south of the 


former sidewalk on Asylum street, near 
railroad station, improving traffic con- 
ditions. 

Balance of about $117,000 remaining 
in city treasury for beginning of new 
fiscal year. 

Zoning crdinance adopted. 

Water board reorganized, with result- 
ant saving of neariy $50,000 in the first 
year of the change. 

Appointment of committee on abate- 
ment of assessments. 

Increased improved pavement pro- 
gram. In two vears, improved pave- 
ment mileage increased about six miles. 
Previous ten-year annual average 18 
miles. 

Provision for establishment of traffic 
signals, 

Increase in work of baby health sta- 
tions. 


F. AUSTIN RETURNS TO KNIGHT 

Frank Austin is back again with the C, 
B. Knight Agency of the Union Central in 
New York after a short time spent as life 
manager of J. S. Blume & Co., New York 
City brokers. While with this office Mr. 
Austin was responsible for $2,500,000 of 
new business. Mr. Austin was previously 
for six years in the Knight Agency and is 
well liked by local brokers. He is the son 
of Brig. General W. G. Austin. 
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86 Fulton Street 


Immediate possession 


Desirable space to lease 


Some company, or broker, may require a grade floor store together 
with basement and sub basement, suitable for filing and storage space. 
Come to: me. I have such. 


Any company desiring loft for filing or storing of records— 
Come to me. I have such. 


Elevator service 


Steam heat 


JAMES S. 


‘Beekman 5541 


SEGRAVE 


82-88 Fulton St., N. Y. City 














Ay 


J 


Li 











April 9, 1926 








Page 9 





J. K. Voshell Discusses 
Agents’ Responsibility 


BIGGEST BUSINESS IN WORLD 





Life Insurance Investments Have Tre- 
mendous Controlling Power; What 
Would Happen Without It? 





Jonathan K. Voshell, manager of the 
Metropolitan Life at Baltimore, recently 
addressed the Association of Life Under- 
writers of Charlotte, N. C. He went to 
North Carolina in 1897 with the idea of 
helping to run a railroad. The project 
fell through and he went into the life 
insurance business, where he devoted 
forty-five years of his life. 


He stressed the point that life insur- 
ance is now the biggest business in the 
world and cited figures to prove this 
statement. He said that the Metropoli- 
tan, Prudential and John Hancock have 
65,000,000 of the 89,000,000 policies in 
force in the United States, or 73%, and 
that these companies have the contract 
right to visit 12,000,000 families fifty-two 
times a year. He spoke of the responsi- 
bility of agents and said they are living 
up to it. - 


Praises Woods and Ensign 

Taking up personalities, he praised 
among others, Edward A. Woods, for- 
mer president of the National Associa- 
tion of Life Underwriters, and Everett 
M. Ensign, secretary of the National As- 
sociation. 

)iscussing the responsibility of insur- 
ance people, he said in part: “Gentle- 
men, what are we going to do with this 
giant of a ‘new kind of socialism’? You 
have the National Association on the one 
side representing the field forces of the 
companies, 69,000,000,000 of insurance es- 
tates being created, the capital of which 
must be paid out within about the next 
thirty-five years. What a_ turnover! 
How much more business must you do 
to provide the funds to pay out these 
enormous sums of money? You are 
going to be the men to disburse it. The 
money: must come out from the execu- 
tive offices of the companies, but you 
have got to put it in before it can come 
out. Dr. Huebner says that our life 
values are something like $400,000,000,000, 
and yet our national wealth represents no 
such figure. Yet you have got to pay in 
the next quarter of a century in life 
insurance policies vast sums of money. 
What will it be ten years from now? 

“Life insurance investments have the 
controlling power in corporations where 
the people’s funds are invested, which 
means much for the future. Just sup- 
pose that these funds were withdrawn 
from investment centres for even twenty- 
four hours. What would happen? 
Panics of 1871 and 1893 would be like a 
drop in the bucket. Don’t you see the 
wonderful cpportunity for service to the 
American people if we can get the Life 
Presidents’ Association, the American 
Life Convention and the National Asso- 








INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


Issues the most liberal forms of ORDINARY Polietes from a St _ 00 to $00,000. ay ~~ premiums 
payable annually, semi-annually or quatterly, and INDUSTRIAL 
$1,000.00, with premiums pegebte weekly. 


CONDITION pong — 31, 1925 





JOHN G. WALKER, President 


+ $46,562,667.40 

39,940,002.25 
6,622.575.15 
2,834, 191.00 
8,392,156.76 
39,176,871.91 

















Spent $250,000 Yearly 
for Insurance Ads 


PRUDENTIAL OF LONDON, ENG. 
Page Ads In Important British Daily 
Papers Tell Story of Financial 
Statement and Progress 
The Prudential of London is spending 
$250,000 annually, mostly in page adver- 
tisements in important British daily pap- 
ers telling the story of the company’s 

growth and financial statement. 
sample ad was the one in the London 
“Times” of March 6 which contained 
many thousands of words of reading 
matter, including the full report of A. C. 
Thompson, chairman of the company. 
An American might ask why so much 
material is printed on a page and paid 
for. However, there is nothing to indi- 
cate that the matter is not “news.” In 
this country such material would have 
to have the letters “Adv.” a the top of 
the page. 


* 


Some of the Figures 
The Prudential made its usual fine 
showing. Some of the figures follow: 
The total assets of the company now 
amount to £185,140,143, as compared 
with £171,049,265 a year ago, i.e., an in- 
crease of £14,090,878. 


The total income during 1925 was 
£37,552,553, as compared with £35,136,- 
037 in 1924, i.e., an increase of £2,416,516. 

Ordinary Branch. — The number of 
policies issued during the year was 76,- 
79%, assuring the sum of £14,641,970, and 
producing a new annual premium income 
of £994,776. The premiums received 
were £ 10,676,733, being an increase of 
£664,497 over those for the year 1924. 

The claims for the year amounted to 
£7,223,192. The number of deaths was 
10,951, and of matured endowment as- 
surances 48,980, the combined annual 
premium income being £433,751. 


The number of life policies in force at 
the end of the year was 1,107,272, assur- 
ing with ‘bonus £1069, 102,350 and produc- 





ciation of Life Underwriters working to- 
gether to lift up and put in practice the 
right kind of principles, and get into ‘the 
hcarts of our American men and women 
the common honesty and righteousness 
which were the lights which guided our 
forefathers in the founding of this na- 
tion?” 








The itinerary for the 


Mountain 


coln 
pays to 


WILL PEEK AT PIKES PEAK 


Twenty-First 


National Life agents to be held in September will include a day at Colorado 
Springs. 


There will be a ride to the summit of Pike’s Peak, a 
trip through the Garden of the Gods, Williams’ Canyon, 
Cave of the Winds, Seven Falls, and then several days 
in the midst of the awe-inspiring wonders of the Rocky 

National Park. 


A glorious outing, refreshing body and mind, for Lin- 


National Life salesmen who have learned that it 


Anniversary Jubilee of Lincoln 











Cink UP (Jw Tue (() LINCOLN) 








Lincoln Life Building 





The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
More Than $400,000,000 in Force 











Fort Wayne, Indiana 





ing a premium income of £10,213,779 per 
annum. The immediate annuities pay- 


able were 3,902 in number, and amounted 
. 


to £153,379 per annum. In addition 
there were 1,281 deferred and contingent 


annuities, securing £24,411 per annum 
by an annual premium income of 
£11,872. 


Industrial Branch—The premiums re- 
ceived during the year were £15,883,- 
871, being an increase of £673,581 over 
those for the year 1924. 

The claims for the year amounted to 
£4,857,057. The total number of claims 
and surrenders was 569,863 on 683,588 
policies, of which 88,473 were matured 
endowment assurances. 


The number of free policies granted 
during the year was 116,711, the number 
in force being 2,375,467. The number of 
free policies which became claims was 

The total number of policies in force 
in this Branch at the end of the year 
was 24,469,494, assuring a maximum sum 
of £419,086,212, exclusive of bonus, and 
producing an annual premium income of 
£16,597,129. The average duration of 
the whole life premium-paying policies 
in force exceeds 17 years. 

In the Ordinary Branch the surplus 
shown is £2,727,974, including the sum of 
£330,111, bought forward from last year. 
Out of this surplus the Directors have 
added £500,000 to the Investments Re- 
serve Fund, which stands as at 3lst De- 
cember, 1925, at £3,750,000. £1,837,308 
has been set aside to provide a bonus to 
the participating policyholders. £202,- 
718 has been transferred to profit and 
loss account, and the balance of £187,- 
948 has been carried forward. The 
above-stated amount of £1,837,308 bog 
sufficient to provide a bonus of £2 2 
per cent. on the original sums bwin 
and a bonus at that rate will be allocated 
to participating policies in the Ordinary 
Branch which were in force on the 3lst 
December, 1925. 

In ‘the Industria] Branch the surplus 
shown is £4,359,811, including the sum 
of £160,402 brought forward from last 
year. “Out of this surplus the Directors 
have added £500,000 to the Investments 
Reserve Fund, which stands as at 3lst 
December, 1925, at £3,000,000; £2,097,- 
737 ‘has been set aside to provide for a 
bonus to policyholders; £647,282 has 
been transferred to profit and loss ac- 


FIVE YEAR TERM POLICIES 





Discussed By Northwestern Mutual Life; 
Time Limitations Governing Con- 
versions as of Original Date 
In discussing its five year term policy, 

the Northwestern Mutual Life says: 

“A number of requests have been re- 
ceived recently, in connection with Non- 
Renewable Five Year Term policies, 
which evidence that some agents do not 
observe the time limitation governing 
conversions as of the ‘original date.’ 

“A new policy as of the date of the 
Five Year Term policy may be issued 
within three years from that date. 

“Form Z. 7 states (page 3) in para- 
graph 12a, line 48:—‘Within three years 
from the date hereof the new Policy may 
be issued as of the date of this Policy 
upon a form now in use, the premium to 
conform to the present published rate 
of the Company for the plan selected at 
the present age of the Insured; upon 
payment of the difference in past prem- 
iums for the amount of insurance con- 
verted with interest at the rate of five 
per cent per annum, less corresponding 
difference in dividends.’ ” 


NEW GROUPS 


The Dunlop Tire & Rubber Company 
has applied for Group Life and Group 
Disability insurance through the Buffalo 
Agency of the Connecticut General. The 
insurance is on a cooperative basis, the 
cost being shared by the employer and 
the employees. The numer to be insured 
is estimated at 1,200, and the total life 
insurance at $1,200,000. The schedule of 
the life insurance runs from $1,000 for 
less than three years’ service to a maxi- 
mum of $2,000 after six years of service. 
The Group Disability contract provides 
for weekly payments to employees when 
disabled by accident or illness. 

The Company’s action in cooperating 
to get insurance protection for their em- 
ployees has occasioned many favorable 
comments and is in line with similar 
action by many other progressive con- 
cerns. 








A BOSTON QUERY 


In an _ editorial on the American 
Men’s Mortality Table, the “Insurance 
Age-Journal” of Hartford says: 

“If we are going to have optional 
mortality tables, why not let each and 
every company decide its own mortal- 
ity basis for itself? We do not favor 
this radical change from existing prac- 
tices, but since the departure is pro- 
posed, why not make it free for all? 
This may be foolish question No. 7842, 
but if asked it may develop some awful- 
ly wise reply.” 





£ 167,- 


the Comesen Continge ney Fund, 


count; £440,945 has been reserved for 979 to the Special Contingency Fund, and 
bonus to the members of the outdoor the balance of £255,868 has been carried 
staff; £250,000 has been transferred to forward. 
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Pennsylvania 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 


Provident Mutual 


Life Insurance Company of Philadelphia 





Founded 1865 








and also of a Direct Mail Campaign. 
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How I Get Business 


By H. Arthur Schmidt, 


Mr. Schmidt Was Leading Agent for 1925 
Paid-For Insurance of New England Mutual 


New York 


No. 1 








I entered the Life Insurance business 
as a solicitor on June 1, 1915. My twen- 
tieth birthday did not occur until the 
tenth of that month. I had few busi- 
ness friends, and no wealthy relatives or 
social friends who could be persuaded to 
buy life insurance. Resort to cold can- 
vassing, therefore, was necessary. I 
would begin at any office building that 
happened to strixe me, start at the top 
floor, turn door-knobs, and talk to the 
first man who became visible as I opened 
the door, continuing the operation until 
the ground floor was reached. 

Difficult work! But a life insurance 
man’s training is not complete until he 
has done much of it. In eight months of 
such concentrated labor I saw enough 
men and made sufficient friends to build 
a foundation for all my work since. 


The Endless Chain 


In those early days I singled out men 
somewhere near my own age, for I made 


more progress with them than with older 


men. This is natural, because the com- 


munity of interest between men of the 


same age makes them view life and its 
problems in somewhat the same fashion. 
Enthusiasm accounted for the fact that 
over half my business was written on the 
first interview. 

One of the reasons for my in¢reasing 
volume of business, which today is ten 
times what it was the first year, and 
twice what it was as recently as 1922— 
is that from the very beginning I real- 
ized the importance of the endless chain. 
Upon delivery of a policy I ask my client 
to give me the names of friends. I tell 
him how pleased I am to do business 
with such a man as he is, and that I 
know his friends are certain to be 
equally as pleasant to meet. Rarely do 
| receive a negative response. Many 
names develop into policyholders, who 
in turn give me the names of their 
friends. Here is a striking illustration: 

In January, 1916, | wrote a man on a 
cold canvass for $5,000, age 21. His age 
was exactly the same as mine. That 
man today carries $135,000 with me, all 
Ordinary Life, and I recently insured his 
partner for his benefit for $40,000, age 61. 


This man gave me several names, one of 
whom I wrote for $5,000, and, subse- 
quently, after five occasigns, his total 
has reached $100,000. Phis last man 
gave me the name of his brother-in-law, 
to whom I sold $10,000. This brother-in- 
law gave me the names of two men, one 
of.whom I wrote for $40,000, and the 
other for. $25,000. ; ‘ 


Still Seeing Names +Developed in 1916 
Canvass 


Each of these mén*has given me the 
names of several other men who now 
carry insurance with me; and [I am at 
this time seeing some of the men sug- 
gested to me by the last section of this 
chain, which started ’way back in 1916. 

I can cite many such cases, but this 
one is sufficient to show the value of 
asking your policyholders to help you. 
Every one of my policyholders is a sales- 
man for me, and I am getting sugges- 
tions all the time,» frequently without 
solicitation on my part. When you have 
started your chain, it is a simple matter 
to keep it going, because the new policy- 
holder, when you ask for names, knows 
that you heard of him through a mutual 
friend, who is also a policyholder. 

(To be continued) 





Quoting Busi- Three great busi- 
ness Truths ness fundamentals 
from the which should be the 
Bible guiding stars in every 


insurance agent’s life 
are to be found in the Bible as the say- 
ings of Christ. They were recommended 
by Oliver Thurman, superintendent of 
agencies of the Mutual Benefit, recently 
in quoting from Bruce Barton’s book, 
“The Man Nobody Knew,” as follows: 
1. Whosoever of you who would be 
great, must give great service. 2. He 
who would find himself at the top must 
lose himself at the bottom. 3. Big re- 
wards come to him who travels the sec- 
ond undemanded mile. 


EVANGELIST INSURES 


“Bob” Jones of Florida Takes Out 
$525,000 In Reliance Life; His 
Letter to Company 





The Reverend R. R. Jones, who person- 
ally conducted the “Bob Jones Evangelistic 
Campaign” with a staff of twenty-one per- 
sons accompanying him from city to city, 
has placed a $525,000 policy with the Re- 
liance Life, and he writes that company 
as follows: 

“You can tell the world that I have a 
policy in your company for $525,000, en- 
dowing the Bob Jones College at College 
Point, Fla. I am a great believer in life 
insurance and have something like $200,000 
in addition to this amount. I don’t know 
of anything better, especially for a young 
man, than to take out life insurance. The 
insurance companies are doing a_ great 
deal for the business men of this coun- 
try. If I live, I will have no difficulty in 
carrying out my college plans. If I die, 
my board will have $525,000 in cash.” 


EISENHAUER TRIBUTE 

W. W. Mack in “The Weekly Under- 
writer” pays a fine tribute to the 
memory of the singing agent, William 
Eisenhauer, of the Equitable Life As- 
sutance Society, whose leading of the 
singing at underwriters’ banquets bright- 
ened those occasions so remarkably: 

“Billy Eisenhauer will be among those 
close around the Throne who love to 
sing. No fear of that! 

“But let all of us who liked him take 
something from his earthly life to add 
to ours. He wills it to us gladly. 

“This magnetic smile of his! Can’t you 
see it as you go about the town? Can't 
you use it when others frown? 

“That vigorous vitality that made you 
sing, when maybe you were blue! Will 
the recollection of it raise you up when 
you are down? 

“Tf so, Billy Eisenhauer has not lived 
in vain.” 

















The Viewpoint of A General Agent 


MARKING the celebration of his thirtieth year with the Union 
Central, a prominent General Agent in the South wrote: 


“I can truly say that no one could have been treated with more 
cansideration than has been shown me by the officers of the 
Unidn Central Life Insurance Compamy during the thirty 
years that have passed. The Company has always been better 


to me than its contract.” 


OUR service in providing leads (50,000 this year), and in a score of other ways is a cornerstone of 


our Agents’ Progress. 


“ 


The Union Central Life Insurance Co. 


_ Cincinnati, Ohio: 


More Than Qne Billion 215 Millions’ of Insurance In Force 
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Word “Accumulation” 
Defined in Decision 


IMPORTANT SURROGATE RULING 


Insurance of Heirs Taken Out in Life- 
time of Insured Is Protected; No 
Trust Invalidation 





A decision handed down by Surro- 
gate John P. O’Brien of New York 
County in the case of the estate of Otto 
Hartman greatly interested life under- 
writers this week. It is to the effect 
that nothing in the statutes prohibiting 
accumulations can be construed to in- 
validate the creation by testators of 
trusts the incomes from which are to 
be used to pay the annual premiums 


on insurance policies issued upon the 
lives of heirs during the life of the 
testator. 

During the lifetime of the deceased a 


policy had been taken out on the life of 
Herbert B. King, for the benefit of his 
wife, Ruth H. King, the daughter of the 
deceased. Hartman had paid the premi- 
ums during his lifetime and in his will 
instructed the executors and trustees of 
his estate to set aside a fund sufficient 
to provide an income for the payment of 
the premiums. After the maturity of the 
policy the income from the fund was to 
go to a sister of the deceased. The 
validity of this provision was questioned 
and Surrogate O’Brien was asked to de- 
cide whether this violates the State 
statutes prohibiting accumulations, a 
question he declared to be “novel to this 
jurisdiction.” The decision hinged on 
definition of the term “accumulation.” 
Accumulation 

“If the use of income in the manner 
directed in said paragraph of the testa- 
tor’s will be an ‘accumulation,’ then said 
provision in this paragraph is void, for 
the use prescribed does not come with- 
in the exceptions mentioned in these 
statutes,” the decision said. “An analysis 
of these definitions discloses two espe- 
cial criteria for determining whether a 
given use of rent, income or interest be 
an ‘accumulation,’ viz: (1) The with- 
holding, preventing or prohibition of the 
present enjoyment or present expending 
of such rent, income or interest, and 
(2) the adding of such rent, income, or 
interest so gathered together over a pe- 
riod of time to the principal of a fund 
or the capital * * * we come now 
to the query: ‘Does the spending of the 
income of a fund upon premiums due 
upon an insurance policy taken out dur- 
ing the lifetime of a testator by him 
upon the life of his son-in-law for the 
benefit of his daughter come within this 
definition ?’ 

“First, is there an inhibition against 
the present spending or enjoyment of 
the income? The answer necessarily is 
‘No. The income is not hoarded but 
expended, not idle but active, presum- 
ably very active; not isolated, to be 
brought back later to enhance the fund, 
but released and passed out of the fund 
forever. The income is not, indeed, re- 
stricted nor secluded in such a manner 
that no living persons derive a benefit 
from it, but, on the other hand, it is 
put in circulation and applied to uses 
that invariably produce a social benefit. 
* * * Life insurance has come to be a 
vital factor in the life of our people. 
The present comfort, solace and pro- 
tection of an insurance policy in the 
household is properly placed close to, 
if not among the necessaries of life, and 
is secured with a sense of the satisfac- 
tion and of duty fulfilled by the many, 
as they would make sure of the coats 
on their dependents” backs or the roof 
over their heads. 

“Secondly, the query arises: ‘Is the 
income expended for insurance premi- 
ums added later in an aggregate sum 
to the fund which produced the in- 
come?’ The answer is necessarily, ‘No,’ 
and for several good reasons: (1) The 
insurance when, and if paid, is not 
merged with nor added to the fund 
which produced the income used in pay- 


ing premiums, but is paid to the 
daughter who shares in no manner in 
the distribution of the fund, and (2) 
even were said beneficiary of the in- 
surance a remainderman of the fund, it 
must still be asserted that the insur- 
ance represents a payment of a debt, 
the satisfaction of a contractual obliga- 
tion on the part of the insurance com- 
pany and not piled-up income. (3) The 
insurance may not, in the face of failure 
to comply with the insurance contract, 
be payable at all, or it may be larger 
in amount than the sum of the premi- 
ums, or even smaller, as the case may 
be. While we are contemplating this 
aspect of the income expended it may 
be noted further that the whole situa- 
tion as to the insurance may be changed 
by loans made upon the security of the 
policy or a paid-up policy may be ac- 
cepted at some stage in the life of the 
insurance.” 





GENERAL AGENCY CHANGES 





Made by Northwestern National Life at 
Youngstown, Canton and St. Louis; 
Wilkes-Barre Change 


The Home Office of the Northwestern 
National Life of Minneapolis announces 


three important agency appointments 
during March. Marcel Dreyfus, who has 
been a general agent for the Inter- 


Southern Life, has been appointed general 
agent for Youngstow n, Ohio, and vicinity, 
including several counties in Pennsylva- 
nia. Walter F. Cowan has been ap- 
pointed agent at Canton, Ohio, where 
he has been in the life insurance busi- 
ness for about four years with the Inter- 
Southern, conducting an agency hitting 
a pace of about $1,500,000. 

Thomas F. Ward of Wilkes- Barre, 
Pa., has taken a district manager’s con- 
tract for Lucerne County, that State. 
Mr. Ward has a fine organization of 26 
agents producing accident and health in- 
surance, all of whom will in the future 
write life insurance for Northwestern 
National. 
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Kelly, Jr., of Joseph P. 
has been appointed general 
Louis. 


Joseph P. 
Kelly & Co., 
agent in St. 





DIRECT MAIL 

H. H. Hager, Bankers Life salesman 
of the company’s Seattle agency, was 
featured in the Bankers Life Direct 
Mail Advertising Success Story of 
April 2nd. Mr. Hager is making suc- 
cessful use of Bankers Life Direct Mail 
Advertising. Recently he submitted 
twenty-five names of prospects to the 
Home Office. They received the com- 
pany’s advertising letters and Mr. 
Hager, in following up the letters, called 
on eighteen, secured ten interviews, and 
wrote three applications for a total of 
$8,000. 


MT. McGREGOR SANATORIUM 

The 11th annual report of the sanato- 
rium at Mt. McGregor of the Metro- 
politan Life has been issued. The phy- 
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of the new business is- 
sued by The Northwest- 
ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1925 was upon 
applications of members previously insured 


Once a Policyholder— 
Always a Prospect 


The wisi Company 





The 


Northwestern Mutual Life Insurance Co. 
Milwaukee, Wisconsin 
W. D. Van Dyke, President 








sician in charge is Dr. Horace John 
Howe. 
Since November, 1914, 4,000 patients 


have been treated. During 1925, 131 tu- 
bercular patients were admitted and 307 
non-tubercular patients. 





OPENS MEMPHIS BRANCH 

The Philadelphia Life has just opened 
a branch office at 1105-7 Columbian Mu- 
tual Building, Memphis, with T. Waive 
Faires in charge as supervisor. Asso- 
ciated with Mr. Faires is Earl S. Chen- 
ault as general agent. 

Mr. Faires was for eight years with 
the Bankers Life of Des Moines, first as 
agent in Nashville, and later as general 
manager of the Memphis Office. 





TIES UP WITH CHICAGO PAPER 


Full page ads are being taken in the 
Chicago “Herald and Examiner” by the 
Continental Life of St. Louis to announce 
a new travel and pedestrian accident pol- 
icy paying $10,000 for loss of life, $10,000 
for total disability and other benefits. 
The cost of registration is $1 with the 
newspaper. 

The head on the “Herald and Exam- 
iner” ad is: “Now—A $10,000 Estate 
for $1.” 


H. L. NEFF LEADS 
New examined business of the Bank- 
ers Life of lowa for March aggregated 
$14,473,902. The leading salesman of 
the month was H. L. Neff, of the com- 
pany’s Greater New York agency, who 
wrote new examined business of $311,- 
000. Mr. Neff’s production is worthy 
of note, inasmuch as it included three 
applications for $100,000 each, two of 
which were written on the lives of old 

policyholders of the company. 








HEADS COMMUNITY DRIVE 


Warren C. Flynn, manager of the 
Massachusetts Mutual Life in St. 
Louis, and formerly mayor of Univer- 


sity City, Mo., leading suburb of St. 
Louis, has been appointed chairman of 
the fifth annual campaign of the Com- 
munity Fund for 1927. The campaign 
to raise funds for the various charities 
included in the fund will be conducted 
in the period running from November 
12 to 22, 1926. 





LIFE AGENTS INSURE 


The agents and employees of the Phil- 
adelphia agency of the Guardian Life 
Insurance of America have taken out 
life insurance under the Salary Savings 
Plan in honor of Vice-President Han- 
sen who is being honored through the 
April. production of the company’s 
field force. 


INSURES A GOVERNOR 


Governor Moore of New Jersey has 
taken out a policy in the Continental 
Life of St. Louis. The general agent 
of the company whose agent wrote the 
insurance is C, G, Walter of Jersey 





City. 
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Practical Suggestions to Helpthe Man With the Rate 


Book Increase His Income and General Efficiency 





Insuring The Provident Mu- 
a College tual tells about the ex- 
Chum periences of one of its 


agents, George E. 
Rawson, who for years had vainly en- 
deavored to insure one of his college 
chums, following him from the time he 
was credit reporter to credit manager, 
assistant cashier, and finally vice-presi- 
dent of one of the Boston banks. He 
did not make much headway because 
the prospect had married a_ wealthy 
woman. 

Mr. Rawson finally sold the insurance 
and he tells how, as follows: 

“Early in February, in the course of 
conversation, he let slip that he had 
tucked away securities yielding about 
$1,000 a year as a nest-egg against his 
rainy day. With that idea to work on I 
made up a brief for him suggesting an 
insurance trust with his bank as trustee. 
| proposed that the income from the 
securities just mentioned carry $25,000 
Endowment maturing at age sixty-five, 
creating with these $20,000 securities al- 
ready in hand a trust fund of $45,000 
in the event of his death and giving him 
$45,000 at age sixty-five. I further 
showed that as he added to his invest- 
ments he could make the increase in 
income add to the amount of Endow- 
ment at 65. 

“For the first page of the brief I 
used a reprint of our advertisement, 
‘The Rainbow’s End,’ saying to him as 
I presented the brief, ‘Here’s your Rain- 
bow’s End, the thing you have always 
dreamed about.’ He looked it through 
carefully, and as he signed the applica- 
tion for $25,000 Endowment at 65 he said 
‘This is Real Insurance.’ He has been 
examined and passed, has given his 
check for the first premium deposit and 
the ‘Real Insurance’ is in force.” 


*« * * 


Roger W. 


Jabson_ of 


Babson Massachusetts has been 
Discusses discussing insurance 
Insurance again. In a copyrighted 


article he says in part: 
“The first mortgage on nearly every 
large office building, hotel or apartment 
house is held by some insurance com- 
pany while now, as above mentioned, the 
more progressive companies are making 
special arrangements for the loaning of 
money for the building of small homes. 
This means that when paying money in- 
to an insurance company we not only 
protect our family and make a fair in- 
vestment with a very good gamble 
attached, but we render a good service 
in helping to build up the country’s 
agriculture, railroads, cities, public util- 
ities and industry in general. 


“Some of the people are now establish- 


ing the excellent practice of loaning 
back to the people of each state an 
amount approximate to the premiums 


received from said state.” 


DISTRICT OF COLUMBIA COURSE 


Charles J. Rockwell Is Director; N. E. 
Ellsworth, President of Washington 
Association, Tells Course Advantages 


Charles J. Rockwell is to be director 
of the life insurance training course of 
the District of Columbia. The president 
of the association is N. E. Ellsworth. 
In telling of the advantages of the course 
Mr. Ellsworth asks some questions and 
then answers them as follows: 


“1, Will it pay?—Does it pay to study 
law, medicine, accounting, stenography, 
engineering or anything else? Once 
upon a time there were no courses in 
any of these things. Now, they are the 
rule for anyone taking up these voca- 
tions. The time is rapidly approaching 
when it will be the rule to take a train- 
ing course in life insurance; and those 
who do it now will, in a few years, on 
the average, have the advantage over 
those who do not (other success factors 
being the same). 


“2. Will the course help everybody? 
Decidedly not. It will help those who 
have some aptitude for selling life in- 
surance. There are people who are not 
qualified for selling; they should not be 
in the business and should not take the 
course. But the course will improve the 
work of the average agent, and will 
give the above-average man, or woman, 
the means for better development. 


“3. Will the course itself make one 
successful?—No; it provides no royal 
road or magic. It is simply a mine con- 
taining a paying ore, which the student 
can dig out, with the advantage of some- 
one to show him where and how to dig. 


“4. Is the course technical?—It is 
about one-fourth insurance. Three- 
fourths of the work deals 
human side of life insurance service and 
selling.” 


J. E. Bragg, vice-president of the 
Manhattan Life, talked in Washington 
on April 8. 





PRINTS RETAIN’S PICTURE . 
The Connecticut General prints a_pic- 
ture of Clarence D. Retain of Rochester, 
N. Y., in its April agency paper. He was 
formerly with the Niagara Gypsum Com- 
pany. He joined the Connecticut General 
in November, 1923. 


Two Closers 











“Mr. Prospect, if you take too small 
a policy today, you may never be able 
to get more insurance: Precious health 
—the ‘gift of the gods’—is not going to 
belong to you always. You think so. 
You hope so. You have decided to take 
a $2,000 policy now, when you should 
have more. You intend to increase this 
next year, but maybe then it will be too 
late. Your health may have failed, or 
you may be dead. Now is the golden 
time. We’ll make it $5,000. If you take 
too small a policy today, you may never 
be able to get more insurance.” 

* * * 


“Mr. Prospect, you should be thank- 
ful for this opportunity. You are now 
in good health—doing well, and feel that 
things will never change, even though 
they do change for millions. You are 
reckless with nature’s gifts. But as time 
goes grinding on, your opportunities 
change—and maybe when you come to 
a realization of what life insurance 
means, it will be beyond your physical 
ability to secure it. You should be thank- 
ful for this opportunity. Let the good 
you have done live after you.” 

If there is any mellowness in this 
man’s heart, make a lump come up in 
his throat. Memories green when the 
grave is covered with snow. Dear ones 
at home, comfortable and cheerful, talk- 
ing about Daddy and how good he was 
to give these precious gifts. And the 
good you have done will live after you. 

—Conmutopics. 


COLUMN ABOUT NEW ENGLAND. 





New Orleans “Item” Also Pays Tribute 
to Wilson Williams, General Agent 
of Company in that City 

An entire column about the New Eng- 
land Mutual and its able general agent 
in New Orleans, was printed by the 
“States” of that city a few days ago. 
After describing what the company did 
throughout the country in 1925 the story 
concluded as follows: 

“Wilson Williams, general agent for 
Louisiana, enjoys a large clientele among 
discriminating insurers. His long experi- 
ence, covering service in home office and 
field, has well qualified him as an un- 
derwriter and advisor in all matters per- 
taining to life insurance coverage for 
family, business, or tax purposes. As- 
sociated with him in the company’s local 
development are such well known spec- 
ialists in their line as T. D. Wharton, 
Wm. G. Seymour, Chas. G. Christian, 
Chas. W. Stumpt, Sydney J. Block, Geo. 
Soule, A. J. Frantz and A. L. Soule, Jr, 
the Agency Cashier. The Louisiana 
Agency—recognized by the company as 
one of its most important—has outstand- 
ing prominence in the life insurance busi- 
ness of our State.” 
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Ordinary Life Policies— 
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DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, 
never slow, never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 


America’s Oldest Legal Recerve Life Insurance Company 


The record and progress of The Mutual Life have been distinctive, 
and the notable changes and developments now marking its history in 
meeting the requirements of increasing demand and a quickening 
growth are evolved from almost a century of experience and success. 


Policy contracts completely revised in 1925. New contracts attractive 
in appearance, phrased in every-day language “easy to read,” easy to 
They contain all the old provisions 

justified by experience and all the new warranted by science and by the 
Improved Disability and Double Indemnity 


Salary Deduction (allotment) Plan of insurance now written by the 


Children’s Insurance now written on standard forms, ages 10 to 15. 
An increased Dividend scale i:, 1926—the sixth consecutive increase. 
A majority of policy loans granted locally at Managing Agency 


The Company writes ali standard forms of insurance. 


to men and women. Age limits, 10 to 70, inclusive. 


A Company conservative for entire safety, but forward-looking and 
forward-moving in accord with the new spirit and new demand of 


Those who contemplate taking up field work are invited to apply to— 


The Mutual Life Insurance Co. 


of New York 


Same terms 


New York City, New York 
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How Agent Won with 
Program Insurance 


SUCCESS AFTER MANY FAILURES 





Experiences of a New Man who Tried 
To Specialize in Selling Insurance 
on Program Basis 


The experiences of a young life insur- 
ance agent, new to the business, in his 
attempts to sell program insurance, with 
many early failures but eventual success, 
are interestingly told in “Conmutopics” 
of the Connecticut Mutual Life. The 
story is recounted to illustrate the point 
that in life insurance salesmanship it 
pays to pick a plan and stick with it 
long enough to give it a chance to bring 
the results wanted. 

The young man had entered the busi- 
ness with high ideals,’ under the guidance 
of a general agent who fostered such 
ideals and proved to him some of the 
possibilities of their practical applica- 
tion. A few approaches and selling talks, 
including pointers on programming, were 
gone over and over. The recruit, how- 
ever, had not had much time to assimi- 
late the details of income insurance and 
life insurance trusts. The going was 
hard and in his first five weeks in the 
business not a single case could he pro- 
gram. He was persistent, however, and 
continued to use this approach with 
which he was rapidly becoming familiar. 

One day he set out to call on a suc- 
cessful lawyer and man of many business 
interests, without knowing that he was 
a hard man to approach and with many 
irons in the fire. The prospect was leav- 
ing his office and the young agent had 
just the few minutes going down on the 
elevator for his interview. But he went 
at his case directly. The approach was 
somewhat as follows: 

“Mr, ————, I don’t know whether 
you need any insurance. If you need 
any I have no idea how much it might 
be. Guesses are dangerous on matters 
of importance. You have probably bought 
quite a line-up of policies because you 
recognize the value of cash and what it 
will do in times of stress. Our ideas on 
the proper way of arranging insurance 
follow this outline (displaying his sur- 
vey sheets). Find out what your present 
insurance estate will really do—have a 
definite plan as you have on your gen- 
eral estate and do not merely buy ‘some 
policies.’ ” 

The short and direct approach went 
across. The prospect said that he had 
been considering taking additional in- 
surance for $25,000 but that no one had 
given him the thought of a definite plan 
regarding his insurance before. The 
agent was entrusted with the prospect’s 
existing policies for purpose of analysis 
and report. A few days later he returned 
with -the general agent and the prospect 
took out, $50,000. of new insurance on 
the programmed basis. 

-The -writer of. the story draws the fol- 
lowiag conclusion from this agent’s ex- 
perience with selling program insurance : 
“Don’t be afraid of the big man. If 
you have a real story he usually wants 
to hear it. He has reached the heights 
because he was willing to learn from 
others. His decisions will be quick ones; 
he will neither waste. your time nor per- 
mit you to waste his. Your approach 
and story must be different and must be 
your own. 

“Programming pays. It pays new 
men who will work in cooperation with 
their general agent as well as the older 
men in the field. Cash, whether it flows 
into the laps of women and children from 
banks or life insurance companies, is the 
same sort of .cash and can be easily 
dissipated regardless of its source. If 
you believe that it is your function to 
protect and conserve, and not merely 
to. sell policies and earn a commission, 
then program.” 


George McMath ‘has resigned as gen- 


' eral agent of the Reliance Life at Onley, 
- Va.,:to accept a position in another line 


of work. 


Buckmaster’s Record 
As Steady Produce 


NEW ENGLAND MUTUAL MAD 





Has Averaged Better Than An “Apr 
A Week” for 12 Years; Connecticut 
Agents Hear G. S. Hastings 


Fred D. Hastings, district agent of 
the New England Mutual at Plainville, 
Conn., was presented with a _ twenty- 
five year service medal at the all day 
conference of New England Mutual 
agents in Connecticut recently. Mr. 
Hastings has placed the names of more 
than two thousand policyholders on the 
books of the company during this time. 
The business written and still in force 
amounts to nearly $2,500,000. Peter 
Crona of New Britain, who led the en- 
tire Connecticut agency in new paid- 
for business during 1925, was also pre- 
sented with a bronze medal. A $300,000 
production medal was presented to L. 
M. Crandall of Norwich. Mr. Crandall 
led the Connecticut force in 1924 and 
he stood second in 1925. 


Almost Holds the World’s Record 


A gold mounted engraved pen and 
pencil set was presented to District 
Agent R. M. Buckmaster of Water- 
bury, in recognition of his phenomenal 
production record. With possibly one 
exception Mr. Buckmaster, who is dis- 


trict agent of Waterbury, holds the 
world’s record for continuous produc- 
tion. Since 1914 he has averaged better 


than an “app-a-week.” The only other 
man who has a record better than Mr. 
Buckmaster is George Ryan, general 
agent of the Provident Mutual at Pitts 
burgh, who has just one week more 0’ 
continuous production to his credit that 
Mr. Buckmaster. In the aggregate num- 
ber of applications, however, it is like- 
ly that Mr. Buckmaster is in a class by 
himself because Mr. Ryan of Pittsburg] 
is continually busy as an executive a: 
well as a personal producer. 

The conference started off with an 
inspirational talk by Dr. George FE. 
Tucker who struck the keynote of the 
morning session and his talk was _ fol- 
lowed by addresses by Allen Frohock 


of Norwalk, E. Everett Harkness of 
Hartford and L. M. Crandall of Nor- 
wich. Following the luncheon, a short 


address was delivered by Clarence 
Horne, general agent of the company 
at Springfield, as well as a talk by 
Robert Hunt, general agent at Provi- 
dence. Superintendent of Agencies 
Glover S. Hastjngs brought the meeting 
to a close by a splendid talk entitled 
“Shaking Hands with Success.” 


MADE MANAGER AT TOLEDO 
D. I. German Now in Charge of Ter- 
ritory for Mutual Life; Taylor 
Succeeds Him at Springfield 
D. I. German, of Springfield, Ill., has 
been appointed by the Mutual Life of 
New York its manager in Toledo, ef- 
fective March 1, with headquarters in 
the Ohio Building. The Toledo ter- 
ritory takes in eighteen counties in Ohio 
and nine counties in Indiana. Mr. Ger- 
man joined the company in January, 
1905, as a field worker in Milwaukee. 
He was later appointed superintendent 
of agents in central Illinois, became 
superintendent of agents at the Mil- 
waukee office in 1915, and at the be- 
ginning of 1916 he was made manager 
of the Springfield agency, from where 
he is now promoted to the Toledo ter- 

ritory. 

John L. Taylor, for many years con- 
nected with the Springfield agency, suc- 
ceeds Mr. German 2s manager of that 
office. He came to the Springfield 
agency in 1907 in a clerical capacity, 
but in 1916 joined the field force. He 
has been fisted many times among the 
company’s “Best Records”, and since 
1919 has qualified each year as a mem- 
— the Quarter Million Dollar Field 

ub. 














































George Washington Life 
Insurance Company 
Charleston, W. Va. 

presents opportunity for liberal 
CUICAGS contracts covering definite territory 
SAME S 5. Feesiory, with Home Office registry and with 
power of appointment of  sub- 
agents. 
The States of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 
Address: 
ERNEST C. MILAIR 


Vice-President and Secretary 











GREATEST HOME. LIFE 


Insurance Company 


of New York 


ETHELBERT IDE LOW, 


President 


ILLINOIS 


COMPANY 


The 66th Annual Report shews: 
Premiums received 
during the year 1925.. $8,563,525 
Payments to Policy- 
holders and their Ben- 


eficiaries in Death 
Claims, Endowments, 
Dividends, etc......... 6,414,143 
Increase in Assets.... 3,174,334 





Insurance in Force. ..281,338,015 
Admitted Assets...... 54,631,552 


WANTS GOOD MEN] 
AND 
WILL PAY THEM WEL 


FOR AGENCY APPLY TO 
256 BROADWAY 
NEW YORK 























NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 




















ONWARD MARCH—1925 


Total of Paid-for Business 
1986. ..... uel eas $134,242,954 
fo 9D. eee eee eee eeees 157,045,211 





BANKERS LIFE COMPANY 


G. S. NOLLEN, President 
DES MOINES, IOWA 








Celebrating 


75th ANNIVERSARY | 


DIAMOND JUBILEE YEAR 
Seventy-five Years of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 
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THE LATE ARCHIBALD G. 
McILWAINE 

The late Archibald G. McIlwaine, head 
of a fleet of fire insurance companies, and 
one of the ablest of fire executives, died 
this week while at the peak of his powers. 
Starting as an office boy in the South, he 
climbed every rung of the ladder, meeting 
with one success after another. Few men 
owned and cherished warmer personal 
friendships or were held in higher esteem. 
That his reputation extended outside of 
the insurance field is demonstrated by the 
editorial run by the leading newspaper of 
Hartford on the morning after his death. 
In its estimate of him it said: 

Mr. McIlwaine was a particularly shrewd 
underwriter. He had the early training in 
the field which had fitted him to judge of 
the desirability of fire insurance risks and 
he made the most of that training, his 
judgment as to fire hazards being especial- 
ly good. He came of the stock which 
ights its way to success and his career 
was that of the self-made man, dependent 
upon his own merits for the marked ad- 
vancement which he made from a humble 
place in the insurance business to one of 
great importance in the industry. He was 
a modest man, but his retiring disposition 
could not hide his light and his associates 
in Hartford, as well as those in other 
cities where he had been engaged in insur- 
ance work, freely recognized his ability 
and his wotth as a man and a citizen. 


INSURANCE LECTURES IN 
GERMANY 

At intervals during the past the Ger- 
man Society for Insurance Science has 
pursued an independent line of develop- 
ment by holding occasional extension or 
post graduate courses of lectures em- 
bracing the various branches of insur- 
ance. The scheme has proved so suc- 
cessful that the fourth course has been 
organized, to take place in Berlin from 
April 12 to 24 next. 

The gencral aim of the lectures is to 
deepen the all-round knowledge of in- 
surance officials, to extend the range of 
their attainments, and to enable them 
to take broader view of their profession. 
There will be over forty lecturers, sev- 
eral of whom are non-German, and in- 





clude one British actuary, Mr. G. W. 
Richmond, F.I.A. The lectures are 
from a wide range, including 
economic, legal and technical questions. 
Especially favored have been such sub- 
jects as appear peculiarly topical, or 
which hitherto have received insufficient 
attention or which have been particu- 
lasly asked for. 


selected 


On previous occasions there has been 
a large attendance of foreign visitors, 
and the international character of the 
assembly seems to be growing, says the 
“Insurance Record” of London. While 
attendance is primarily reserved for 
members of the German Society for In- 
surance Science, places will be allotted 
to others so far as available. 


MITCHELL MAY OPENS OFFICE 


Son of Supreme Court Judge Began In- 
surance Career With Equitable Two 
Years Ago With Big Dinner 


Mitchell May of Brooklyn, son of 
Supreme Court Justice May, has gone 
into the general brokerage business by 
opening an office at 75 Maiden Lane. 

Mr. May, who is a graduate of Dart- 
mouth, received one of the best wei- 
comes given to any young man enter- 
ing the insurance business when a couple 
of hundred prominent men were his 
hosts at a dinner at the Hotel Astor 
a couple of years ago. The speakers at 
this auspicious debut were four su- 
preme court justices and the borough 
presidents of Manhattan and Brooklyn. 
At that time a large amount of life in- 
surance was given to him. 

His first insurance experience was 
with the Equitable through the Prosser 
& Homans agency. Later, he went with 
Herbert R. Ebenstein & Co., New York 
brokers. 


WITH INTERNATIONAL LIFE 

W. C. Elliston, who for the last four 
years has been superintendent of agen- 
cies of the Eastern and Southern divi- 
sions of the Central Life, having twelve 
states under his jurisdiction, has been 
appointed inspector of agencies of the 
Pacific Coast Division for the Inter- 
national Life of St. Louis. His terri- 
tory will include Washington, Oregon 
and California. 





Says James A. Beha: 











Life insurance is one great family for 
mutual protection. The family exists for 
one purpose only, for service to others. 
It is this spirit that has been the great- 
est cause in the development of life in- 
surance. It is bringing innumerable 
benefits upon ourselves and will bring 
inestimable benefits upon the generation 
to follow us. The future of life insur- 
ance is rich in possibilities. With the 
great potential power for service to 
those here and those to come after it 
will continue to grow. It is one of the 
modern world’s finest blessings, making 
health and living itself the greatest suc- 
cess, and in the words of Grover Cleve- 
land “American life insurance will live 
to bless our people as long as civilization 
and civilized people take forethought of 
the great event of death.” 





Oscar D. Hauschild, treasurer of the 
Wood-Nelson Company, general agents 
of the Fidelity & Deposit, Minneapolis, 
is making a tour of Europe. 

* * * 


George H. Holden, now with the Man- 
hattan Life and formerly a New York 
insurance newspaper man, sold the 


group life insurance policy to the Blue 
Goose, 














The Human Side of Insurance 











W. E. COLLINS, JR. 


William E. Collins, Jr., the new execu- 
tive secretary of the Boston Life Under- 
writers Association, has made a fine im- 
pression on members of the Association 
and is doing splendid work for them. 
He has had a fine education, being a 
graduate of Harvard and the Harvard 
School of Business Administration. The 
Boston Association has opened offices 
at 185 Devonshire Street and is also 
getting out an Association paper. 

x ok Ox 


Black and White is the striking name 
under which Edward R. White and T. 
L. Black, general agents of the Con- 
necticut Mutual Life in Philadelphia, 
have been operating for more than a 
year. Mr. White joined the Franklin 
G. Allen agency of the company in Phil- 
adelphia in 1919, after being released 
from the United States Navy at the end 
of the war. Mr. Black came into the 
same office as a representative of the 
National Chamber of Commerce. As the 
two men had met before during war 
service, they decided to work together 
in business too. Consequently, Mr. 
Black joined the agency also, and in 
1924 Mr. Allen took both Mr. White 
and Mr. Black as partners in the firm, 
himself giving up practically all execu- 
tive work in Philadelphia and devoting 
most of his time as general agent in 
Baltimore. 

“We feel that we have an unusual 
name for a firm,’ says Mr. White, “and 
when Black and I were working 
together before we became general 
agents, we used to go in and introduce 
ourselves to a man and when he would 
smile or burst into a laugh, as was usu- 
ally the case, we would then say, “Yes, 
what a wonderful hearing we would get 
if we were selling what you are think- 
ing about,” and in nine cases. out of 
ten this broke the ice and paved a way 
for the interview. I might.add that our 
people in the office are sometimes an- 
noyed by calls for taxicabs, but that is 
only one of the many pleasant things 
that happen during the day.” 

* * * 


George S. Jamison, newly elected as- 
sistant secretary of the Glens Falls in 
charge of sprinklered business, was born 
on the high seas under the American 
flag, but of Scotch parentage. After post 
graduate work at Cornell and service 
in the army during the war he became 
associated with the Underwriters Bu- 
reau of the Middle and Southern states, 
first as inspector and later as resident 
engineer at Glens Falls. Mr. Jamison 
has had practical experience as special 
agent and general agent. 





Harold Hubbell, the new uptown 
manager of Hart & Eubank at 42nd 
Street, New York, started his insurance 
career some years ago with the old Hall 
& McNamara Agency which represented 
the Penn Mutual in New York. Mr. 
Hubbell, a Stanford University grad- 
uate, joined the Aetna Life forces a few 
years ago and was assistant Manager 
of its New York uptown branch under 
James Graham, Jr. When Mr. Graham 
formed the general agency of Graham 
& Luther in Brooklyn, Mr. Hubbell suc- 
ceeded him as manager. He has been 
responsible for brokerage business as 
well as general office routine. 


*x* * * 


Ordway Tead, who is now the direc- 
tor of the Harpers Life Insurance Li- 
brary, as well as in charge of the de- 
partment of economic and business 
books, is the author of an article on 
“The Rise of Employee Stock Owner- 
ship” in a recent issue of “Industrial 
Management.” Mr. Tead is the author 
of numerous other magazine articles and 
general books on social and_ personal 
problems. He formerly was with the 
McGraw-Hill Book Company. 


* * * 


Richard F. Van Vranken, who is pres- 
ident of the Underwriters’ Association 
of New York State, and who is state 
agent of the Home, is one of the most 
popular field men in the Eastern ter- 
ritory. In 1900, at the age of fifteen, while 
still in high school, he took a position 
with the Home as office boy, was pro- 
moted to junior clerk in the Metropol- 
itan department and reached the posi- 


tion of assistant policy writer. From 
there he was transferred to the cashier’s 
department and after five or six years 
reached the position of assistant cashier. 
However, having a desire to learn the 
underwriting branch of the business, he 





R. J. VanVranken 


made application to be transferred to 
the Eastern department, eventually land- 
ing the position of map clerk in what 
was then known as the suburban de- 
partment. After approximately six years 
he was placed in charge of the suburban 
counter, and in 1912, upon the promotion 
of H. P. Moore to assistant secretary, 
he was appointed his successor as spe- 
cial agent in charge of Eastern New 
York. A few years later he was made 
state agent, the position he now holds. 
On October 1, 1925, he received a silver 
medal commemorating twenty-five years’ 
service with the Home organization. In 
1918 he was elected a member of the 
executive committee of the Underwrit- 
ers’ Association of New York State and 
subsequently elected chairman of that 
committee; later he was promoted to 
second vice-president; then first vice- 
president, and this year advanced to 
the presidency. It is Mr. Van Vranken’s 
opinion that the Underwriter’s Associa- 
tion, which has always had a prominent 
part in New York State insurance af- 
fairs, is becoming more important than 
ever as a result of the commission ques- 
tion, 
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ing of “heartburn” which had been at- 


tributed to indigestion. He had asked 


A; G. McILWAINE 


his wife to telephone for a doctor. As 
she picked up the receiver he died. He 
was one of the best known insurance 
men in America and one of the most 


popular. 
r. Mcllwaine’s father, Robert D. 
McIlwaine, served throughout the Civil 


War as a captain in the Confederate 
cavalry. His mother was a sister of 
Roger Pryor, a brigadier general in the 
Confederate Army and later a justice 
of the supreme court of New York and 
one of the best known figures in the 
city. 
His Career 


He received his early education in the 
public schools and the university school 
at Petersburg. At the age of 17, he was 
runner and general utility boy at the 
Petersburg Savings and Insurance Co. 
In those days, it was still common in the 
South to have banking and insurance 
carried on side by side in the same build- 
ing. 

For nearly four years, he remained 
with the Petersburg Savings & Insur- 
ance Co., and .in' that span of time he 
went through all departments of the 
business as it continued to grow. On 
January 1, 1881, he entered the service 
of the New York Underwriters’ Agency, 
and had his headquarters in his home 
city. He was made special agent for 
Virginia, West Virginia, North Carolina 
and South Carolina, and traveled exten- 
ively throughout these four states. 

_ Much of this time he was expending 
in specialized study of insurance, both 
theoretical and practical. Under the di- 
rection of Alexander Stoddart, well 
known to older insurance men as a 
Pioneer in the establishment of the 





posite of the best type of Southerner and 
New Englander, possessing the most at- 
tractive characteristics of each. In his own 
establishment—London & Lancashire, Ori- 
ent, Law, Union & Rock, London & Lanca- 
shire Ind., Safeguard—there are bowed 
heads and saddened hearts. With them 
the passing of “the chief” removes a true 
and beloved friend. He inspired a beauti- 
ful spirit of loyalty, for here was a man 
who stuck by his friends. He was thought- 
ful and heipful. 

Among the agency corps there was a 
close link, a great admiration. 


His Atlanta Confreres 


Mr. Mellwaine had his early training 
among a group of men who won much dis- 
tinction in fire insurance. He was a spe- 
cial agent in Atianta with such close asso- 
ciates and personal friends as Ernest B. 


American agency system, he acquired a 
technical knowledge that was thorough 
and sound, 

Thirty-eight years ago last January 
1, Mr. Mellwaine was appointed general 
agent for the London & Lancashire, his 
headquarters at Atlanta. 

For a time he was a traveling general 
agent. His success in this field, however, 
attracted the attention of United States 
Manager Jeffery Beavan, and in 1893, 
Mr. Beavan called him to New York as 
his assistant. Manager Beavan’s resig- 
nation followed shortly afterward, and 
on January 1, 1894, Mr. Mcllwaine, 
seventeen years previous an office boy, 
became United States manager of the 
London & Lancashire. 

For more than thirty-two years, Mr. 
McIlwaine handled the American affairs 
of this great company. 


Orient President Since 1900 


In 1900, the company acquired the 
Orient Insurance Co., and since that year 
Mr. Mellwaine has been its president. 
In 1906, he moved the offices of the 
London & Lancashire at Nos. 57 and 59 
William street, New York, to Hartford, 
which has since been his home city. 

Mr. McIlwaine was a member of the 
Farmington Country Club, The Hartford 
Club, Hartford Golf Club and the Sons 
of the American Revolution. 
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Boyd, “Bob” Hancock, Tom Eggleston, 
Sam Tupper, W. R. Prescott, William E. 
Chapin, Guy Carpenter and many others 
who have written their names large in the 
history of the Southeastern Underwriters’ 
Association. When he came East he 
grew in stature in many ways while retain- 
ing all of his lovable qualities. 

Of all the men that I have met I never 
knew one of whom it could be more cor- 
rectly said: “His word was as good as his 
bond.” Several years ago I returned from 
Europe with him on a steamer, the other 
members cf the party being Abe Mitchell 
and Georze Duncan, famous British golf 
players. They had taken a quick fancy to 
him and every morning waited in the 
smoking room until he appeared. ‘There 
for hours he would reminisce about men 
and events, holding his audience, which 
gradually grew in size, spellbound. Some 
of these stories I heard Mr. McIlwaine 
repeat to various persons, and never once 
did he vary a word or change the color of 
an incident, which was all the proof neces- 
sary to indicate that the insurance man was 
a person to whom integrity was second na- 
ture; who could not tell an untruth, and 
who would scorn to embroider a fact for 
mere dramatic effect. 


A Great Underwriter 


For many years Mr. Mcllwaine’s under- 
writing abilities continued to amaze fire in- 
surance executives. Year after year his 
organizaton showed a profit. He was uni- 
versally acknowledged in the insurance 
world as an underwriter in the real sense 
of the word. 

I had the pleasure of a long interview 
with him in his office “on the hill” (as he 
expressed it), in the beautiful building of 
the London & Lancashire, a fortnight ago. 
He was pessimistic. 

“look at these figures,” he said. They 
were the losses of the preceding week, 
showing that 40% of them were dwellings. 

“Why are all these dwellings burning?” 
he asked. “Other companies tell me they 
are having a similar experience.” Dwell- 
ings did not burn in such numbers and fire 
losses were not so large in the old days. 


One Reason For His Success 


In addition to being an underwriter of 
the top rank Mr. McIlwaine was a mighty 
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fine investment officer, held in high esteem 
in financial circles. 

“But banking profit is nothing to boast 
about,” he said. “Unless my figures show 
an underwriting profit I regard the year as 
a failure.” 

“Why has the London & Lancashire been 
such a consistent money maker on its un- 
derwriting side?” was a question I put to 
him. 

“Because we believe in our agents and 
they believe in us,” was his answer. “I am 
mighty proud of our agents and the trust 
they put in us and what they do in protect- 
ing our interest. And we have not put our 
eggs in one basket. You can go all over 
this country and look up London & Lanca- 
shire agents and you will find that they 
average up mighty fine as agents and as 
men. We have a wide spread of competent 
agents.” 

Popular In England, Too 


Mr. Mcl!waine made many trips to Eu- 
rope and had intended taking such a jour- 
ney this month. He was a favorite with 
the head office officials of the London & 
Lancashire abroad and was always royally 
treated. Once he was given a special invi- 
tation to make such a visit and was in the 
dark as to the reasons. Pascoe-Rutter, 
head of the company, finally informed him 
that the London & Lancashire was opening 
an athletic field and the occasion would not 
be complete without the United States 
manager. 

He was not addicted to writing articles 
or giving his views publicly. Upon one 
occasion, however, he consented to have 
printed an unusually long and instructive 
talk which he gave to field men of his 
companies and which was generally ac- 
cepted by executives as a masterful effort. 
It was largely in the nature of advice to 
the field men, telling them how they should 
be prepared for their important duties as 
ministers plenipotentiary of the home of- 
fice. For several years after the address 
appeared in THE EAsTtERN UNDERWRITER 
this paper received from representatives 
of other companies requests for the issue 
containing it and long after the edition was 
exhausted these requests continued to come 
in. 


Proud of New Bank 


Mr. McIlwaine was a director of the 
Phoenix National Bank and took great 
pleasure in entertaining guests when the 
bank had its housewarming. The bank is 
a credit to Hartford and at the house- 
rege thousands of people came to in- 
spect ‘it, enough flowers’ being received 
to rane several hospitals. After he had 
been in Hartford some years and had built 
up an enviable personal and business repu- 
tation there he received many offers from 
various institutions to go on their boards. 

His death removes a big, cheerful, fine, 
most likable insurance personality. 





H. F. FLETCHER’S NEW POST 


After seven years with Samuel Story 
& Son of Philadelphia, Harrison F. 
Fletcher has resigned as casualty de- 
partment manager, effective April 15, 
to join Creth & Sullivan, Inc., in a simi- 
lar capacity. 
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Explanation of Some e Leading 


Forms of 


An explanatory book of several kinds 
of aviation insurance that are being writ- 
ten through brokerage houses in_ this 
country has recently been issued. Avia- 
tion insurance is a broad term covering a 
wide group of sub-divisions, some of 
the most important of which are acci- 
dental damage, total loss, third party, 
fire, burglary and theft policies for air- 
crafts themselves; pilot’s personal acci- 
dent coverage; passengers’ policies; 
cargo policies; legal liability for loss of 
cargo; legal liability to passengers; 
damage by aircraft; insurance against 
employers’ liability and other forms. 

A description of some of the leading 
forms of coverage, particularly those 
pertaining to aircraft themselves, is 
given herewith: 


The Proposal Forms 


The proposal forms contain a larger 
number of inquiries than would be the 
case if an official Register of Aircraft 
and Pilots existed. In the transaction 
of such an intricate business it is essen- 
tial that the Insurers should be in pos- 
session of the fullest possible informa- 
tion as it is impossible to formulate «a 
scale of rates applicable to all classes 
of risks. It is the policy of the Insur- 
ers to treat each case strictly upon its 
own merits, an object which can only 
be attained if all the factors of the risk 
are submitted for consideration. Propos- 
ers are therefore requested to complete 
the proposal forms as fully as possible, as 
lack of full knowledge by the Insurers 
must result in higher rates of premium 
than would otherwise be the case. Pro- 
posal forms should always be signed by 
the proposer to avoid delay and unnec- 
essary correspondence, but this does not 
render the proposer liable for any pre- 


Aircraft Insurance 


mium unless and until he, or his agent, 
agrees to the insurance being effected. 

The proposal forms mention various 
exqgusions, such as the flight of exper- 
imental aircraft, etc., but these special 
risks may be quoted for if desired. In 
such case the fullest possible particulars 
of the special risk required to be quoted 
for should be stated in the proposal 
jorm. 


Full Accidental Damage 


Policies are granted in respect of the 
following risks: 

Damage to and/or total loss of the 
aircraft, its engine and accessories by 
any accidental and external means. 

This risk is divided into two sections 
as follows: 

(a) Full accidental damage. 

(b) Constructive total loss only. 

With regard to the full accidental 
damage risk, all policies are subject to 
a deduction in respect of every loss 
equal to not less than 10% of the in- 
sured value of the aircraft, and a con- 
siderable reduction in premium may be 
obtained if this amount should be in- 
creased. In most cases, owners of air- 
craft possess certain facilities for car- 
rying out repairs, and in such instances 
it is often to the advantage of the own- 
er to arrange to bear a considerably 
higher deduction. 

It is suggested that the amount which 
the aircraft owner should bear in this 
way should be governed by his own esti- 
mate of the value of the repair work 
which could be undertaken by him without 
materially increasing his wages roll and 
establishment charges. In this way 
the insurers, being relieved of the ex- 
penses of assessing small claims, a con- 
sistently reduced premium can be quoted; 
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and if the amount of the “deduction” does 
not burden the owner with any material 
increase of wages and establishment 
charges, the saving thus effected in the 
premium to be paid will be consistently 
to his advantage. The insurers realize 
that owners are the best judges of their 
own circumstances and of their facil- 
ities for repair work, and, subject to the 
minimum amount stated above, it is the 
insurer’s policy to offer an elastic rather 
than a hard and fast rule with regard to 
the “deduction” clause. 


Constructive Total Loss Only 

The insurance against constructive 
‘Total Loss is intended to meet the re- 
quirements of owners who do not care 
to pay the larger premium for cover- 
ing full accidental damage and/or who 
possess special and extensive facilities 
for repair work. Such owners are more 
concerned in the insurance of the loss 
which would fall upon them in the event 
of the aircraft being a total loss, and a 
liberal interpretation is placed upon the 
term “a total loss” by defining the 
amount of the damage which will con- 
stitute a total loss as a definite per- 
centage (to be arranged) of the total 
insured value of the aircraft. The re- 
quirements of most owners are met by 
a policy under which the value of the 
aircraft at the time of the accident, less 
the value of the salvage, is paid pro- 
vided the cost of the repairs exceed 85 
per cent of the insured value of the 


aircraft. By varying the percentage up- 
on which “total loss” is based, it should 
be possible to meet the individual ideas 
of the owner. It should be borne in 
mind that the higher the percentage the 
lower will be the rate of premium, and, 
naturally, the lower the percentage the 
higher the rate of premium. 

In all cases of damage and total loss 
insurance the term “aircraft” is under- 
stood as including the engine or engines 
as an integral part of the aircraft. 

These insurances may be effected for 
one year or less. The longer the pe- 
riod the lower the pro rata premium. 

Fire Risks 

Fire which is the result of an aviation 
accident may be covered by the acci- 
dental damage or constructive total loss 
policy above stated, but policies are al- 
so issued to cover loss or damage to 
the aircraft including the engines and 
accessories by fire, lightning, self-ignition 
or explosion of petrol up to the full 
value of the aircraft at the time of loss 
while the aircraft is housed in a hangar 
or in special cases under any circum- 
stances whatsoever. 


Cargo Risks 
Cargo. Policies are issued to cover 
loss or damage to cargo in the follow- 
ing circumstances: 
(a) The Flight Risk. Loss or dam- 
age the result of an accident to 


(Continued on page 27) 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal B President 
John Ka age Pres. and Treas. 
| Bliven, Vice-Pres. amit West. Mgr. 


Wells : A Bassett, Secretary 


FIREMEN’S 


INSURANCE Co. 
of Newark, N. J. 
; Organised 1855 
Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 8,536,871.80 


Net Surplus.... 3,586,660.11 
Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 








Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

Johm Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaug Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, 


THE 
Girard F.<M. 


INSURANCE Co. 
of Philadelphia 
Organized 1853 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$1,000,000.60 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 


Net Surplus.... 1,260,934.06 


Assets ........$5,474,032.20 
Policyholders’ Surplus 
$2,266,934.06 


3,213,098.14 

















Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
ve A. Snyder, Secretary 

H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 
of Philadelphia 
Organized 1854 

Statement January 1, 1925 


ASSETS AND LIABILITIES 
Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
allother liabilities | 2,575,127.95 


Net Surplus.... 1,000,362.98 





Assets ........$4,175,490.93 
Policyholders’ Surplus 
$1,600,362.98 








Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and 
Waite Bliven, Vice-Pres. a ‘West. Mgr. 


Thos. A. Hathaway, Secretary 
A. H. Hassinger, Kiasctary 
ecretary 


Wells T. Bassett, S 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 

ance Fund and 


Reserve for all 
other liabilities. . 


Net Surplus.... 


3,751,385.75 
501,427.56 





Assets ........$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 
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An Assured Praises 
Use and Occupancy 


BELIEVES IN FULL COVERAGE 





Sees No Difference in Value of Fixed 
Expense and that of Fixed In- 
vestment Dollar 





It is always interesting to hear a busi- 
ness man discuss his insurance and here 
is what Charles A. Snapp, president of 
the C. L. Willey Co. has to say about 
coverage against contingent losses which 
he carries, and which is reproduced from 
“System: 

A business man I know fully insures 
his building and the stock in it for fire 
only and is serene in his belief that when 
a fire loss occurs he will collect his total 
loss. He holds that belief for two reas- 
ons only. One is that he has never visu- 
alized what would happen if he had a 
fire and the other is that he has never 
had a serious fire in his plant. 

“Let us examine the fire 
position of this man a little 
ly to see what will happen when he 
has a fire. First, he is visited by an 
adjuster and in a short time he is paid 
a check for his loss, if he is fully in- 


insurance 
more close- 


sured. So far as it goes this is fine, 
but it does not go far enough. His 
fixed expenses; his rent, taxes, in- 


terest, water tax, the salaries of his 
superintendent, manager, department 
heads—all of these must be met dur- 
ing the reconstruction period until 
operation is resumed, and his profits 
during that time are irretrievably lost. 


Plant Tied Up 


“It may be that his fire loss is slight 
in value but that it has occurred in 
stock which is vitally necessary to pro- 
duction. Until this stock can be re- 
placed his whole plant is tied up and 
cannot produce. He cannot fill orders 
on time, and he may be so unfortunate 
as to lose several profitable contracts 
because of his failure to perform his 
part of them. He is paid for his loss 
to his plant, but he loses profits and 
fixed expenses which he cannot recover. 

“The facts of the matter are that the 
firm that carries fire insurance, and no 
other kind, is only partly insured against 
a fire loss. To get full protection it 
must carry insurance for its fixed charges 
and profits, otherwise known as use and 
occupancy insurance. It is my belief 
that many more firms would carry this 
latter kind of insurance if they realized 
first, the total loss which I have shown 
is entailed by ‘fire, and second how 
simply rates are determined for this 
kind of protection. 

“Supposing a concern’s net profits for 
a year are $100,000 and its fixed ex- 
penses are $500,000. In the event of a 
fire, then, which ties up this concern’s 
plant for three months, it will stand to 
lose one-fourth of $600,000 or $150,000. 
To get that protection the concern will 
carry $600,000 worth of use and occu- 
pancy insurance. The premium on this 
amount will take the av erage rate of his 
building and his stock insurance. For 
instance, if the building insurance is 20 
cents a hundred and the stock insurance 
36 cents a hundred, then the use and oc- 
cupancy insurance will cost 25 cents a 
hundred. 

“If $600,000 fully insures this mer- 
chant’s loss on fixed charges and profits, 
he will be paid the full amount of his 
loss caused by fire. If, however, his 
actual fixed expenses and prifits for a 
year are $800,000—and this can easily 
be Bn ove: from his books—then he 








reliability. 


FIRE 








Insurance economy 


Insufficient insurance isn’t economy. 
It takes but one loss to prove that. 


The first step toward economy in in- 
surance is to choose adequate protec- 
tion, written by a company of known 


The Philadelphia Fire and Marine 
Insurance Company is a financially 
strong, powerful organization with an 
enviable record for reliable service. 


PHILADELPHIA 
and MARINE 
INSURANCE COMPANY 


1600 Arch Street, Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, Ill. 
125 Trumbull Street, Hartford, Conn. 
200 Bush Street, San Francisco, Calif. 
Eighth Floor, Hurt Bldg., Atlanta, Ga. 














will become a co-insurer and the com- 
pany carrying the $600,000 policy. will 
pay him only its proportion, that is, 75 
per cent. of the actual loss. This prin- 
ciple holds in this type of protection just 
as it does for fire insurance and for the 
same reasons. 


“There is to my mind no difference in 
the value of the fixed expenses or lost- 
profit dollar and that of the fixed-invest- 
ment dollar. That is why, in tMis firm, 
we insure not only for the loss caused 
to our stock or building by fire, but 
also for the loss due to overhead and 
unearned profits from this same cause. 
It is also why, when we had a fire last 
year, we were paid in full every dollar 
lost by reason of that fire and necessary 
delay in starting up operations again.” 


TO HAVE AND NOT TO HAVE 


In an advertisement in the hail and 
tornado insurance number of an insur- 
ance paper the Home says: “It is safer 
and less expensive to have windstorm 
insurance and not have a_ windstorm, 
than it is to have a windstorm and not 
have windstorm insurance.” 


WITH TOKIO AND STANDARD 


Joe E. Bales, for the last three years 
special agent qf the New Zealand, has 
been appointed special agent of the 
Tokio Marine & Fire and the Standard 
of New York, of Illinois, Indiana and 
Michigan, assisting Field Supervisor R. 
E. Schramm. Mr. Bales will make his 
headquarters in Indianapolis. 





City preferred. Five 


excellent. 





ADJUSTER 


Desires position with Bureau or Company. New York 
years’ 


Box 1031 
The Eastern Underwriter 
86 Fulton Street, New York City 
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Suburban Field Club 
Praised by Cunneen 
BIG TURNOUT AT “LUNCHEON 


Substituting for Superintendent Beha, 
He Urged Specials to Eliminate 
Dishonesty from the Business 


The turnout at the luncheon of the Sub- 
urban New York Club on Monday was so 
large that the Hotel St. George of Brook- 
lyn, where it was held, was obliged to set 
up three extra tables. Old timers stated 
that it was the best gathering since the club 
started in 1918. Terrence F. Cunneen, third 
deputy insurance commissioner of the In- 
surance Department, was the speaker, sub- 
stituting for Superintendent of Insurance 
James A. Beha, who was unexpectedly 
called up to Albany by Governor Smith. 

Mr. Cunneen won the favor of the field 
men at once by saying that he had heard 
some highly complimentary things said 
about the organization and that the insur- 
ance department thought well of it. He 
thought the field man’s biggest job was to 
eliminate the moral hazard as far as possi- 
ble. “It is your duty,” he said, “to do 
everything you possibly can to get rid of 
dishonest agents and assureds.” Urging 
the suburban specials to support the execu- 
tives of their companies to the fullest, Mr. 
Cunneen said: “By putting your shoulders 
to the wheel and giving your best co-oper- 
ation you can all help wonderfully in mak- 
ing your companies successful.” 

Mr. Cumneen then told how Superin- 
tendent Beha was working night and day 
to carry out his trust to the Governor. “In 
order to fulfill it,” he said, “Mr. Beha must 
have the confidence of the people in the 
business. His attitude has’ been one of 
constructiveness; to assist and co-operate 
wherever necessary. The superintendent's 
highest ambition is to increase the esteem 
of business in the public’s eye.” 

Following Mr. Cunneen’s talk the field 
men went into execiitive session to map out 
a program for their annual outing to be 
held at Briarcliff Lodge, N. Y., on Mon- 
day, June 7. It is expected that this affair 
will be as entertaining as last year’s out- 
ing, which was also held at Briarcliff. 

The Suburban New York Field Club will 
soon hold its one hundredth monthly lunch- 
eon and may observe the occasion by an 
appropriate celebration. 


INSURANCE ON APPLES 


A new line of insurance has lately 
been developed in London. For some 
time past apples have been arriving in 
that market more or less affected with 
arsenic, which has been used in spray- 
ing and has not effectively been re- 
moved. As a result a number of cases 
of illness have been traced to eating 
these apples, and the merchants selling 
them have been rendered liable to prose- 
cution and upon conviction have been 
heavily mulcted in damages. This na- 
turally affected sales to a considerable 
extent and hundreds of thousands of 
boxes and barrels of apples were prac- 
tically unsaleable, retailers refusing to 
take the risk of selling them. Insurance 
has come to their aid and now every 
broker insures against any trouble 
through arsenic; when a summons is is- 
sued against a retailer he simply hands 
it over to the broker through whom he 
purchased the apples, who in turn claims 
upon the underwriters. 





The Boston 
$104,552,671 


Insurance Co. 
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Kurth-Tyner Trip 
Proved of Interest 


AGENTS MEET NEW PRESIDENT 


Canadian Northwest and San Diego Two 
of Cheerful Communities Visited; 
Complaints in Some Places 


President Charles L. Tyner and Vice- 
President Wilfred Kurth of the Home 
Insurance Co. have returned from a trip 
which included visits to many cities, such 
as San Francisco, San Diego, Pasadena, 
Portland, Seattle, Vancouver, Calgary, 
Winnipeg and Minneapolis. It was the 
first meeting of many agents with Mr. 
Tyner in his new post as head of the 
Home organization and he made his cus- 
tomary good impression upon them. 

One of the pleasant features of the 
trip was the observance of a spirit of 
optimism prevailing through the Cana- 
dian Northwest, a section of the country 
formerly having its share of pessimists. 

“They felt,” said Messrs. Tyner and 
Kurth, “that the turn had been reached 
and business was in for a brace.” 


San Diego's Happy, Too 


In the United States Northwest the 
lumber business is experiencing a period 
of depression after having had a boom. 

One of the most cheerful communities 
which the insurance executives visited 
was San Diego, which is experiencing a 
wonderful development. 

“It is now claiming a population of 
140,000,” said Mr. Kurth. 

“What was it before?” he was asked. 

The executive referred the reporter to 
the “World” almanac. 

The conversation then drifted to re- 
ports that there was considerable criti- 
cism floating about the Coast relative to 
“unethical practices indulged in by some 
companies,’ a favorite expression with 
underwriters. 

“Only too true,” 
Kurth’s comment. 
he added: 

“But a conscientious attempt is being 
made to check up the complaints. I am 
told that they are being carefully investi- 
gated and where the charges are sub- 
stantiated penaltics are invoked. We 
could not help noting, however, that there 
was a general atmosphere of suspicion.” 

Mr. Kurth did not care to go into de- 
tails, his advice to the reporter being: 
“If you want any detailed information 
ask any of the Pacific Coast managers. 
No doubt you will get an earful.” 

The next question asked Mr. Kurth 
was if the new Pacific Indemnity Co., in 
which the O. Rey Rule agency, Los An- 
geles, and the Rolph-Swett agency, San 
Francisco, are very active, and the presi- 
dent of which is Lee A. Phillips, vice- 
president of the Pacific Mutual Life, i 
attracting much attention out there. 

“It, is a fruitful source of conversa- 
tion,” was his diplomatic answer, “and 
you are ferfectly safe in saying that 
every move they are making is not un- 
observed,” 

Mr. Phillips, by the way, is president 
of the Pacific Finance Corporation, which 
is doing a tremendous business, Mr. Rule 
being a guiding spirit therein. This 
means among other things that the Pa- 
cific Indemnity will probably do a large 
automobile business. 


Here’s Where Sam Behrendt Missed a 


Trick 


Relative to Los Angeles, Mr. Kurth 
said the city as a whole is quiet after the 
great real estate boom of several years 
ago. “But,” he added, “quiet from a Los 
Angeles viewpoint. From an Eastern 
point of view, it is a very active com- 
munity. No great overnight fortunes 
are being made there in real estate as 
was happening a short time back, but the 
real estate cffices have not nailed up their 
doors, even if there is a post-boom let- 
down. Real estate columns in the daily 
papers show plenty of sales, and at good 
prices.’ 

Messrs. Tyner and Kurth violated East- 
ern tourist precedents on the Coast by 


was Vice-President 
Then after a pause 
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not going out to see the movie colony. 
Probably Sam Behrendt of the Behrendt- 
Levy Company did not hear that they 
were in town. Mr. Behrendt is the Hol- 
lywood insurance guide extraordinary. 

In regard to the automobile club situa- 
tion on the Coast, a chief center of in- 
terest to surance men, Mr. Kurth did 
not care to say anything further than 
what has already been printed in the in- 
surance newspapers. 


MAY ISSUE OF “FIRE ALARM” 

The May issue of “Fire Alarm,” 
printed by the Motion Picture Pro- 
ducers & Distributors of America, Inc., 
Will H. Hays, president, is being pre- 
pared under the auspices of the Na- 
tional Board of Fire Underwriters and 
edited by their general manager, W. E. 
Mallalieu, and Thomas Mcllvaine, Jr. 








“Selling is telling, Shoot straight, hit 
hard and everlastingly hammer your 
story home and sales will come.”— 
Henry Ford. 


QUIT PACIFIC CONFERENCE 

The Home, Franklin Fire and City 
of New York have filed intentions of 
resigning from the Pacific Coast Auto- 
mobile Underwriters’ Conference. The 
reasons are said to be the expenses in- 
volved in the operations of the National 
Automobile Club control of the Con- 
ference by companies with small prem- 
ium incomes and the fact that the Con- 
ference has failed to reduce materially 
cut-rate competition. A recent assess- 
ment of $40,000 has been asked for the 
National Automobile Club and the three 
companies in the Home group are re- 
ported to have been asked to pay 13% 
of the total. 





Tier, Fallon & Kyle Co., Inc., New York 
City, capital 200 shares non par value. 
Daniel Tier, 311 Rich Avenue, Mount 
Vernon, Vincent A. Fallon, 245 South 
Third Avenue, Mount Vernon, and 
Gordon I. Kyle, 165 Park Avenue, East 
Orange, N. J., are directors and sub- 
scribers. 











London & Lancashire Insurance Co., Ltd., 
OF LIVERPOOL, ENGLAND 





Law Union & Rock Insurance Co., Ltd., 
OF LONDON, 


ENGLAND 





Orient Insurance Company, 
OF HARTFORD, CONN. 





Eastern Department 
Hartford, Conn. 








Safeguard Insurance Company, 
OF NEW YORK | 





Western Department 
Chicago, Ils. 


Pacific Department 
San Francisco, Cal. 

















Loan of $15,000 to 
Mutual Formed in 1844 


MERCER CO. OF PENNINGTON, N. J. 


Also Made Assessments of $26,237 on 
Premium Notes; It Has Nearly 
$11,000,000 in Force 


Lots of times a mutual insurance com- 
pany will go to a lot of trouble to trans- 
act a small business. 

Take the case of the Mercer County 
Mutual Fire Insurance Co. of Penning- 
ton, N. J., which has been doing business 
in that state since 1844 and now has 
assets of but $18,844, according to the 
latest figures in the New Jersey Insur- 
ance Department, which assets include 
$9,056 of unpaid assessments on out- 
standing premium notes of $585,105. The 
total liabilities of the company are 
$32,498. 

Last year the company collected $41,871 
in net cash premiums; borrowed $15,000; 
made $26,237 in assessments on premium 
notes; and got $85 through other sources. 
The total cash income was $83,194. Some 
other facts about this mutual follow: 
Disbursements during the year: 


Net losses paid.......+eeeeees $55,692.03 
Commissions or brokerage 8,781.05 
WOR OF. oes ic art ioe oleate eee es 5,873.40 
All other disbursements....... 4,744.06 

Total cash disbursements. . _ $75,090. 54 
Risks written or renewed 

during the year (all in 

INGO: TEREEW) ic ciecis:cs03e00 $4,839,022.00 
Premiums thereon: 

Cat asvecers $53,438.50 

Premium notes oe, 
Risks in force at end of yez 

(all in New Jersey)....... "$10,792,011. 00 
Premiums thereon: 

CaO xsirniaenes $123,274.00 


611,343.00 


Premiuin notes. 


BOSTON AGENCY 50 YEARS OLD 
John C. Paige & Co. Has Had Splendid 
Growth Since Formation in 1876 
by the Late John ‘C. Paige 

John C. Paige & Co. of Boston, one of 
the leading agencies in that city, is now 
celebrating i its fiftieth anniversary. Early 
in 1876 John C. Paige, who had been an 
adjuster and special agent of the Frank- 
lin Fire, opened his own agency as local 
agent for the Franklin. Starting with a 
single clerk Mr. Paige gradually en- 
larged his force as business increased 
and in 1880 moved to larger,quarters on 
Kilby Street, with a staff of thirty-six 
employes. In 1888 the entire five story 
building at 20 Kilby Street was leased 
after extensive remodeling. 

When Mr. Paige died May 8, 1897, 
his agency was the largest in Boston. 
The firm of John C. Paige & Co. re- 
mained at 20 Kilby Street until 1907, 
when it moved to 65 Kilby Street, re- 
maining at the latter address until two 
years ago when the agency moved to the 
new Insurance Building at 40 Broad 
Street. 


CHANGES IN BOSTON 
Harold Shepard, assistant special 
agent for the Automobile in Boston, 
has resigned to devote himself to the 
forestry industry. He was formerly a 
forestry inspector. George Lowe, for 
many years an inspector at Boston for 
the Automobile, is to be supervisor over 
all fire insurance activities at the Boston 
branch. Arthur Bonin will have charge 
of the brokerage department, and the 
Boston metropolitan district will be un- 

der the direction of T. S. Prouty. 


AGENTS FOR GRANITE STATE 

T. Y. Brown & Co. have been ap- 
pointed New York metropolitan district 
agents for the Granite State, one of the 
New Hampshire fire group, effective 
April 30. The company is returning to 
this well-known agency, for it had rep- 
resented the Granite State several years 


ago. 
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Calls Government 
Only Russian Buyer 


UNIFIED CAPITAL PLAN WEAK 





H. Stanley Spain, British Credit Insur- 
ance Man, Discusses His Experience 
with Russian Risks 





H. Stanley Spain of the Trade In- 
demnity Co., London, one of the best 
authorities on credit insurance, has re- 
cently discussed the question of trad- 
ing with Russia. He has accepted im- 
portant risks in connection with both 
Russian export and import risks. Along 
this line he said: 

“T started underwriting credit risks on 
Russia some three or four years ago, 
and, of course, up to the present have 
no reason to regret it. 

“Let me, however, deal with the rea- 
sons which induced me to commence 
operations in this direction. For one 
thing our Government had definitely de- 
cided to exclude Russia from the scope 
of the Act of Parliament which inau- 
gurated the Export Credit Department 
of the Board of Trade. This decision 
was undoubtedly influenced by the poli- 
tical situation. Now as an Underwriter 
I had to consider—all other contingencies 
being equal—what effect the Russian 
political outlook had on trade with that 
country—and what premium could be 
considered adequate. Unfortunately, the 
political risk in Russia is much greater 
than in any other country. I do not 
think I am wrong in stating that the 
Government is the only buyer in Russia. 
The various organizations in this and 
other countries are to my mind_ only 
domiciled branches of the Soviet. These 
organizations, at least many of them— 
are sound financially and are conducted 
by men of good commercial morale, But 
this is the weakness: the fear that they 
may at any time receive instructions 
from headquarters to close down. In all 
justice I must admit that I have never 
known of any material delay in payment 
by any one of these Russians concerns. 

“I saw it stated in the press last week 
that Russia did not require any credit, 
but had ample funds to pay cash for all 
its purchases. I, personally, do not think 
this statement correct. Russia has a 
great work to do and I believe is already 
realizing the weakness of its unified cap- 
ital system. There is no doubt that many 
of us do not agree with the basis of 
government in Russia, but Russia as at 
present constituted has so far proved it- 
self honest in paying for its purchases. 
One great factor which led me to the 
decision to accept risks on Russia was 
the knowledge that that country would 
by defaulting—even if in only a small 
way—destroying all chance of obtaining 
fresh credits. There are many manufac- 
turers in this country who would willing- 
ly grant credit to individual buyers in 
Russia if they were permitted to deal 
direct with them, but the Soviet system 
debars all such intercourse. I do_ not 
think my words will carry much weight, 
but I certainly feel that until absolutely 
independent trading is allowed and Rus- 
sia restores equity in its commercial laws, 
the business man of this country will 
hesitate to trade freely with the various 
Russian organizations domiciled here. 











MADE ASSISTANT SECRETARY 


Clarence H. Hamilton has been ap- 
pointed assistant -secretary of the Alle- 
mania Fire of Pittsburgh, to assume the 
duties formerly supervised by G. W. 
Unverzagt, now secretary-treasurer of 
the company. Mr. Hamilton was for- 
merly chief accountant of the Pitts- 
burgh Underwriters. 





N. Y. BOARD TO MOVE 


The New York Board of Fire Under- 
writers last week approved plans to re- 
move to new quarters in the National 
Board Building. These new quarters 
will include two floors and an assembly 
room similar to that at 123 William 
Street. 











Promotion 


In looking to its agents to render 
substantial and satisfactory service 
to policyholders the Norwich 
Union Home Office shares the 
responsibility for that service by 
standing behind the agents with 
generous reinforcement. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY o 
75 Maiden Lane, New York 
Hi. P. Jackson, President F, P. Stanley, Vice Pres. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 








Glass Factory Loss 
Raises Questions 


ON EXTENT OF _ LIABILITY 





Companies Claim They Should Not Pay 
for Damage Done by Radiated Heat 
From Melted Glass 





Several fire companies are now facing 
another large claim on a glass manu- 
facturing plant in Pennsylvania grow- 
ing out of the breakdown of a tank of 
melted glass. The radiated heat from 
the escaping cullet was itself the cause 
of great damage and some damage was 
done by fire after the melted glass had 
flowed over combustible objects. The 
pioblem before the company loss de- 
partments is to establish a dividing line 
between the damage directly attributable 
to the heat of the hot glass and that 
caused by fire. 

Policies covering glass plants state 
that the companies will not be liable for 
damage done by melted glass. The best 
technical advice the companies can get 
is that there is no combustible element 
in glass and that the flow of melted glass 
cannot be construed as being a fire un- 
less it ignites some combustible prop- 
erty. As the tanks in glass plants con- 
taining the melted glass gradually weak- 
en and eventually often collapse the loss 
ratio on glass plants will go even higher 
if such damages are admited to be fires. 

In this loss, that of the Atlantic Bot- 
tle Company of Brackenridge, Pa., a tank 
containing melted glass collapsed and the 
molten mass flowed over the floor of the 
factory. The radiated heat was so in- 
tense that several metai columns sup- 
porting the floor above gave way, caus- 
ing machinery of some value to fall 
through and be destroyed or damaged. 
Meanwhile a small fire occurred when the 
flowing glass came into contact with 
some wood, but the companies claim 
that the greater part of the damage was 
not the result of the fire but from the 
radiated heat of the glass itself. 

_ The companies admit liability for the 
fire damage but there has been difficulty 
in establishing that fire damage. As 
the falling of glass tanks is an inherent 
hazard of glass manufacturing it is not 
covered under a fire policy and the com- 
panies are sticking to a strict interpre- 
tation of that point. 





RESERVES INCREASE 

In discussing a tendency of the busi- 
ness Thomas R. Weddall of Chicago said 
recently : 

“Attention is called to the steady in- 
crease in the proportion of unearned 
premium reserves, owing to the larger 
amount of term business that is being 
written as different classes are given this 
privilege. Many of the lines which can 
now be written for a term are large 
value risks with material . premiums. 
While most of the companies are show- 
ing an increased premium income they 
are finding that their reserves are in- 
creasing in a larger proportion, some 
companies having a reserve increase of 
100 per cent of their premium gain. This 
situation is merely a detail to the older 
companies with large surpluses, but it 
is a serious proposition to the younger 
companies, which are unable to absorb 
as much term business as they would like 
because of the drain upon their sur- 
pluses,” 





INTERSTATE UNDERWRITERS 

The Interstate Underwriters, Inc., Jer- 
sey City, W. A. Brookhurst, president, 
general insurance agency, chartered 
under New Jersey laws, capital $125,000, 
has filed certificate of statement and 
designation in the office of the Secretary 
of State to permit it to do business in 
New York State. 

The New York office is at 130 William 
Street, New York City. 
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There are a number of reasons why the policies of the Hartford Fire Insurance Company have 
been identified for years by a trademark, but the most important is the determination of the 
Company to emphasize its willingness to stand squarely back of its promises. Hartford agents 
know this and realize that the management of the Company appreciates that the profitable 
growth of the Hartford organization depends upon the profitable growth of Hartford agencies, 
and that there must be a real partnership between the Hartford and its local representatives. 
That is the one reason why representation of the Hartford is an asset to any agency. 


HARTFORD FIRE INSURANCE COMPANY HARTFORD, CONNECTICUT 
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Fire Underwriting 
Poor the World Over 


NORWICH UNION FIRE SAYS 





Trade Conditions Make Competition 
Severe; Marine Conditions 


Still Unfavorable 





The Norwich Union Fire of England 
in its 1925 annual report states that as 
far as fire insurance underwriting in the 
United States is concerned operations 
may have taken a turn for the better, a 
turn which has long been awaited. For 
the first half of last year the experience 
on American risks was not altogether 
profitable according to Chairman Haynes 
S. Robinson of the company. Marine 
underwriting the world over continues 
slightly unfavorable. Following are ex- 
tracts from the fire and marine under- 
writing accounts for last year, as con- 
tained in Mr. Robinson’s report: 

“The fire account shows a practically 
stationary income at £2,155,163, the in- 
crease being only £7,990. The loss ratio 
works out at 51.6 per cent., and after 
charging all expenses and the Foreign 
and Colonial taxes, and adjusting the 
40 per cent. reserve for unexpired risks, 
there is a profit of £110,243 to transfer to 
profit and loss. This is satisfactory, be- 
ing similar to last year, as times have 
continued to be difficult for fire under- 
writers. Trade almost throughout the 
world has been poor, and consequently 
fire insurance business has been hard 
to get, and perhaps harder to hold in 
the face of severe competition. 


U. S. Business Improves 


“Our important home business has 
not proved quite so profitable as in some 
former years, an experience which, we 
believe, has been common to a number 
of other companies. The general for- 
eign business has been well maintained, 
and has given satisfactory results, and 
our Canadian business has shown a 
gratifying improvement. In the United 
States the year started unpropitiously, 
but fortunately showed improvement in 
the latter half, so that we are led to 
hope that our operations in this field 
may have taken a turn which we have 
long awaited. 

“The marine account shows some 
further contraction, the premium in- 
come for the year being £321,373. The 
underwriting year 1924 has been closed 
and has resulted in a loss of £6,771, 
which has been made up by a transfer 
from profit and loss. The balances avail- 
able for running off 1924 and preceding 
years, are in the opinion of our expert 
advisers, more than sufficient. The year 
1925 has given indications that the dif- 
ficult conditions applying in recent years 
to marine insurance continue to, influ- 
ence the accounts unfavorably, despite 
the conservative character of our busi- 
ness, but it is our belief that the total 
balances in this fund are adequate to 
cover our marine liabilities. I may, per- 
haps, refer here to the contingency fund 
of £100,000 which is standing as a re- 
serve in our balance sheet, but which 
has no commitments attaching to it. The 
directors feel that the allocation of this 
contingency fund to any other reserve 
should be deferred until we are satisfied 
that the marine business is being written 
on a re munerative basis. 

“Turning to the profit and loss account, 
it will be seen that our income from 
interest after deduction of tax is 
£171,651, and thé profits transferred 
from the fire and accident accounts 
amount to £200,426. Our account is also 
credited with a balance from taxation 
account of £13,366, which remains after 
Providing, as has been our practice, for 
all liabilities for taxation in the United 
Kingdom upon the profits earned up to 
3lst December last. On the other side 
our dividend and debenture interest 
Payments remain substantially the 
Same, and we apply £39,997 to commuta- 
tion of pensions. 

“The balance carried forward to next 
year stands at £327,064, an increase of 


£44,110 over the corresponding balance 
of last year. 

“The total assets of the Society shown 
in the balance sheet are £5,701,111, rep- 
resenting an increase of £172,544 over 
those of the preceding year, and this 
expansion is, we are glad to say, wholly 
in that section of our resources which 
directly produces interest income. 

“In concluding these remarks I would 
refer again to our American affairs. 
Mr. Williamson is at the present time in 
the United States, in order to deal with 
important matters arising out of our 
business in that country, and he will 
take advantage of the opportunity not 
only to make a thorough examination of 
our affairs in all departments there, but, 
in addition, he will visit our Canadian 
branches, where we also do an import- 
fant business. The shareholders will 
thus see that the board are alive to the 
necessity for very careful supervision of 
the business, and whilst on this occasion 
I have referred specially to the United 
States and Canada, it may be taken that 
equal regard is given to other parts of 
the world. There are, I am glad to say, 
satisfactory indications of the efficiency 
eof our organization, giving promise of 
further profitable development, which 
may be raised to marked expansion when 
world conditions become more _ favor- 
able.” 





NATIONAL LIBERTY CHANGES 

Elton Millman, for nine years con- 
nected with Weed & Kennedy as assis- 
tant to H. B. Faucon in the marine and 
inland marine department, has joined 
the National Liberty as underwriter of 
transportation floaters and allied lines. 
He will also supervise the automobile 
business in New York State. <A. A. 
Porter, who joined the National Liberty 
group after twelve years with the Home 
in the registered mail and parcel post 
department, will continue to underwrite 
these lines, and will in addition assume 
jurisdiction over dealers and fleet busi- 
ness in the automobile epereniyat. 


JOINS GLOBE & RUTGERS 
W. S. Coleman, special agent of the 
Continental in northern Georgia, with 
headquarters at Atlanta, has resigned 
to become state agent of the Globe & 
Rutgers for Virginia. 


TO INSTALL N. Y. POND 





Grand Officers of Blue Goose to Help 
Put New Membres Through at Syra- 
cuse on April 12 

Preparations are in progress for the 
installation of the new Empire State 
Pond of the Ancient and Honorable Or- 
der of the Blue Goose in Syracuse on 
Tuesday evening, April 12. This Pond 
was recently granted a charter by the 
Grand Nest and is headed by Gander 
Arthur J. Hughes, special agent of the 
Phoenix Assurance, as Most Loyal 
Gander, who was mainly instrumental in 
bringing about its organization. 

The installation ceremonies will be 
conducted by Most Loyal Grand Gan- 
der H. Verne Myers of Waterloo, Iowa. 


Paul E. Rudd, Milwaukee; W E. Mal- 
lalieu and Carroll L. DeWitt of New 
York. Preceding the ceremonies a Get- 


Together-Dinner will be held at the 
Onondaga Hotel at 7 p. m. in honor of 
the Grand Nest officials and an attend- 
ance of 150 to 200 Ganders and Goslings 
is anticipated as well as representatives 
from other Ponds. 





TO BE INSURANCE MANAGER 

W. A. Taylor, Milwaukeean, for many 
years associated with different concerns 
as head of insurance departments, did 
join the staff of the Madison Insurance 
Investment Co., in Madison, Wis., April 
1, it was announced by Paul S. Warner, 
president of the company. 

Mr. Taylor will be director of the in 
surance department. At one time he was 
a special agent of the Glens Falls. 


REJOIN PACIFIC BOARD 

The Atlas Assurance and the Albany, 
under the Pacific Coast management of 
Frank J. Devlin, have been officially 
admitted to the Board of Fire Under- 
writers of the Pacific. The companies 
were formerly members of the board but 
withdrew a few months ago following 
a at 


SVEA AND HUDSON CHANGES 

Rk. Kk. Meeker has been appointed state 
agent in lowa for the Hudson and Svea 
succeeding E. H. Warner, who has re- 
signed. Mr. Meeker will be assisted by 
Special Agent L. C. Beers. Both have 
their headquarters in Milwaukee. 








Brevoont 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal] stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 








E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 











IN CHARGE OF CONSTITUTION 


In order to devote his entire time to 
the affairs of the new Constitution In- 
demnity, C. C. Wright has resigned as 
secretary of the Fire Association, Vic- 
tory and Reliance, and is no longer in 
charge of the automobile departments 
of these companies. This step was ne- 
cessary so that he could give his un- 
divided attention to the organization 
and management of the Fire 
tion’s new casualty mate. 


Associa- 


INSPECT SPRINKLERED RISKS 

William F. Gates, 
Factory Insurance Association, and A. 
H. Fehniger, inspector for, the North 
British & Mercantile in Cook County, 
Ill., have been appointed inspectors of 
sprinklered risks for the North British. 
Mr. Gates will have his headquarters at 
Atlanta, Ga. Mr. Fehniger will continue 
to be located at Chicago. 


formerly with the 
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GENERAL FIRE ASSURANCE CO. 


of Paris, France 


URBAINE FIRE INSURANCE CO. 


of Paris, France 


EAGLE STAR & BRITISH DOMINIONS _ || 
INSURANCE CO., Ltd. i 


of London, England 


Underwriting Service Throughout The United States 
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Fowler Brief In The Chrysler Case 


(Continued from paye 1) 


Due to the fact that the present license 
of the Palmetto Fire Insurance Company 
authorizing the company to do only a 
fire insurance business in the State of New 
York, will expire on April 30, 1926, it is 
pointed out that the Palmetto Fire Insur- 
ance Company may not ask for or receive 
a renewal of its license and it would then 
not be licensed in the State of New York 
and the question whether it is doing busi- 
ness in this State will then arise on a new 
state of facts, because the Chrysler-Pal- 
metto plan does not expire until July 1, 
1926. After the license expires on April 
30, 1926, the company will continue to 
issue certificates to citizens of New York 
while it has no license and such citizens 
may continue to sue and recover on such 
certificates, because the company will still 
be doing business in the State of New 
York under the Chrysler-Palmetto plan. 

Several of the striking passages for the 
brief for the superintendent of insurance 
which is prepared and submitted by Albert 


Ottinger, attorney-general of the State, 
through his deputies, Claude T. Dawes and 
Joseph C. H. Flynn, and Clarence C, Fow- 


ler, special deputy attorney-general, of 
counsel, are as follows: 

In the case at bar the Chrysler dealer 
has the car in New York; he has the title 
in his own name; it is stored in his own 
warehouse or place of business; he solicits 
a purchaser and when the purchaser buys 
the car, the insurance attaches, whether 
the purchaser wants the insurance or not. 
If the dealer failed to tell the purchaser 
about the insurance, the insurance would 
attach anyway, but can any one imagine 
a dealer failing to point out such an im- 
portant thing in negotiating for the sale 
of a car, even if it sold for cash or was 
given away by the dealer? 

¢ ¢ « 


The Chrysler dealers act as agents of 
the Palmetto Fire Insurance Company 
when they sell automobiles. That fact 


clearly appears from the Bill of Complaint 
and Exhibit A thereto. 
ee 
The Chrysler running policy simply, 


states the terms and conditions on which 
the purchasers of Chrysler cars will deal 
with and become insured by the Palmetto 
Fire Insurance Company in every State 
in which Chrysler cars are sold, leased or 
used. When a purchaser acquires a Chrys- 
ler automobile, he cannot eliminate from 
the effect of his negotiation for acquisi- 
tion of the car the insurance feature, be- 
cause the insurance follows the car 
whether sold on time or bought for cash, 
leased or otherwise acquired by the pur- 
chaser because every Chrysler car sold at 
retail during the period of the Chrysler 
contract is automatically insured, 
e ¢ & 


Under the Chrysler contract the dealer 
sells cars and insurance at one stroke. 
Without the dealer and the retail sale in 
New York the insurance would not and 
could not be effected. The insurance is a 
part and is solicited and advertised as a 
part of the contract of sale. The insur- 
ance premium is admittedly included in 
and is a part of the final and ultimate pur- 
chase price paid by the purchaser. 

When a sale is made the whole thing 
has been accomplished as one transac- 
tion, but that does not change the terms 
or nature of the insurance contract nor 
merge it in the whole transaction, so that 
it cannot be given the effect that the law 
gives to a contract of insurance. If so, 
the insurance would and could not be ac- 
complished by the transaction, which was 
not the intention of the parties. 


* * * 


Furthermore, the Chrysler company is 
not the proper party in equity to segre- 
gate, at its caprice, the separate prices at 
which more than one commodity or privi- 
lege may be rated when sold in combina- 
tion, and especially where the avoidance 
of regulatory and penal statutes may re- 
sult from assigning fictitious or no prices 
to commodities or privileges’of value. In 


construing such procedure the object at- 
tained is more conclusive than any method 
by which it may be effected. 

The Chrysler Treaty is an executory 
agreement in which the essence of legal 
obligation on the part of the Palmetto is 
net the sale of commodities but services 
to be performed at future times in effect- 
ing, through New York retailers of Chrys- 
ler automobiles, insurance upon property 
of New York purchasers after it has be- 
come private property within the State. 

kK *k x 

The inevitable inference is that the Pal- 
metto with the Chrysler, both foreign cor- 
porations, are engaged in transacting in- 
surance in New York and because they 
claim that the regulatory laws of New 
York do not apply, their intent in making 
the contract is disclosed by their own 
claim and it thus follows as a legal corol- 
lary that the Chrysler Treaty was de- 
signed to evade State insurance regulation 
in New York; that the retailers of Chrys- 
ler auttomobiles in New York, who are 
bound by law and fealty to respect or- 
ganized governmental regulation therein 
and to observe its constitutional provisions 
and legislative enactments, are empowered 
by the Chrysler Treaty as agents of the 
Palmetto for the special purpose of aiding 
and assisting it in making possible the pro- 
curation of insurance risks within the State 
by prearranged methods which unlawfully 
circumvent the State laws. 

* Mm & 

Who are the agents of the Palmetto In- 
suance Company that negotiate and_ sell 
the insurance to the retail purchasers of 
Chrysler cars if the Chrys'er dealers are 
not the agents? If the dealers in selling 
their Chrysler cars are not agents of the 
Chrysler Sales Corporation but have title 
in their own names and are selling their 
own property then the agents are selling 
their own cars insured and in so doing 


they are surely acting as agents of the 
Palmetto company. In such a case, when 
a dealer sells his own property to a retail 
purchaser he sells it with the Palmetto 
insurance attaching, which insurance comes 
into existence by reason of and by virtue 
of the sale under the Chrysler contract. If 
the Chrysler dealers are not agents of the 
Palmetto for the purpose of negotiating 
and selling the insurance at the same time 
they sell the cars, then the retail pur- 
chaser himself must be the applicant to 
the Palmetto company because in one way 
or another a contract must be negotiated 
and consunimated between the Palmetto 
company and the retail purchaser, other- 
wise there would be no enforceable con- 
tract of insurance. No one claims that a 
purchaser cannot enforce his certificate of 
insurance and collect thereupon any loss 
that may accrue to him. 
x £ £ 

Before this Court an in and by bringing this 
action, complainant has contended that the 
Chrysler contract is a Michigan contract and that 
all business done thereunder was business done 
in Mic higan, yet when it subsequently came time 
to report its business done in the various states 
under the Chrysler plan the Palmetto Company 
contends that the contract is not exclusively a 
Michigan contract, and that only the insurance 
om cars sold in Michigan is business done in 
Michigan. 

The complainant has included in its annual 
Statements and tax returns to the Insurance 
Department of New York the premiums. col- 
lected from all automobile business transacted 
by it on risks located in New York, on which 
it has tendered a check for the payment of the 
taxes due after deducting the reinsurance. Thus 
does it concede the correctness of our conten- 
tion unless they urge that for the purpose of 
taxation they occupy one position and for liti- 
gation of this particular lawsuit another. 

The plaintiff owes no obligation to the State of 
New York to pay, nor has the State any right 
to collect, or accept taxes on insurance prem- 
iums, unless the premiums are paid on risks 
located within the State of New York, and the 
business out of which the premiums arise is 
transacted within the State of New York. 


JOINS MATHER & CO. 

H. B. Fauton, for many years with 
Weed & Kennedy, is now. associated 
with Mather & Co. at their New York 
office on Wall Street. 
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Chrysler Dealers Not 
Agents, Says Cabell 


LAWYER FILES PALMETTO BRIEF 





Palmetto Not Within Any Inhibition of 
New York Law in Adjusting 
Losses Here 


Hartwell Cabell of Cabell, Ignatius & 
Lown, counsel for the Palmetto, has filed 
a brief in the United States District 
Court in the case of the Palmetto vs, 
James A. Beha. 

Discussing whether the Palmetto has 
disobeyed any law of this state in enter- 
ing into a contract of automobile insur- 
ance outside the state, but covering prop- 
erty in the state, he said the question has 
been answered in the Allgeyer case, for 
while that case involved the rights of the 
assured, the principles declared broadly 


“cover the limitations of state power as 


to both parties to an insurance contract, 
In New York the question has been de- 
cided froin the standpoint of the non- 
resident company entirely in accordance 
with the Allgeyer case. 

Car Dealers and the Palmetto 

As to whether Chrysler dealers in sell- 
ing cars are acting as insurance agents 
for the Palmetto he said: 

“The things done by a Chrysler dealer 
in selling a car do not constitute any 
part of an insurance transaction and 
even if they did the dealer is in no sense 
the agent or representative of the Pal- 
metto.” 

A third question up for rediscussion is, 
“Does the fact that the Palmetto (only 
licensed in New York to do a fire busi- 
ness) will in carrying out the Chrysler 
contract be called upon to adjust and 
appraise auto losses in New York, bring 
it within any inhibition of the New York 
law?” 

Quotes Judge Bartlett 


Mr. Cabell said that question has also 
been answered by the New York courts 
in the negative. He quoted from People 
ex rel. McCall vs. Gilbert, an action 
brought to recover penalties imposed by 
statute upon agents acting for unlicensed 
foreign insurance companies. The com- 
plaint charged the defendant with mak- 
ing adjustments in New York under poli- 
cies of insurance issued with respect to 
property in New York by a non-admit- 
ted company. In that case Judge Bart- 
lett said that the adjustment of a loss is 
merely a means of ascertaining the 
amount of an admitted indebtedness, “and 
we do not think the legislature has pro- 
hibited such adjustments by uncertifi- 
cated agents of fire insurance companies 
of other states and foreign countries, 
where there appears to be nothing un- 
lawful in the contract out of which the 
indebtedness has arisen.” 





PA. FEDERATION MEETING 

The Insurance Federation of Pennsyl- 
vania is now working out the details for 
the program of the annual meeting on 
May 27 and 28 at Conneaut Lake, which 
is about forty miles south of Erie. A 
large attendance is expected from the 
Western part of Pennsylvania as well 
as large delegations from Cleveland, 
Youngstown, and other Ohio cities. G. 
R. Dette, secretary of the Federation, 
says that excellent roads leading to 
Conneaut Lake will make it easy and 
pleasurable for motorists to reach the 
convention. As there is a double holiday 
following the convention those coming 
by auto will have ample time to return 
home leisurely. The convention will be 
hed at the Conneaut Hotel, near Mead- 
ville. 





C. W. BREY BECOMES SPECIAL 

Charles W. Brey, formerly a_ local 
agent in Pihladelphia, this week became 
Philadelphia metropolitan special agent 
for the Philadelphia Fire & Marine. He 
has been in the agency business for 
about twenty years and has a large 
circle of friends in the Philadelphia 
area. 


+ 
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Film of Interest to 
Fire Insurance People 





WORK OF CHICASO FIRE PATROL 





Maintained By Insurance Companies at 
Annual Cost of $450,000; How 
Patrols Operate 





How ithe fire insurance patrols of Chi- 
cago each year save hundreds of thousands 
of dollars’ worth of property threatened 
by fire is graphically shown in the film 
“A Day With the Fire Insurance Patrols 
of Chicago,” which is a part of the Pathe 
News Reel released last Monday. This 
picture shows the patrol companies in ac- 
tion. There are scenes depicting the pa- 
trols making a run and spreading covers 
to protect exposed stocks of merchandise 
against fire and water. 

The public generally is not familiar with 
the fact that Chicago’s insurance patrols 
are mainiained by the insurance compa- 
nies at an annual cost of $450,000. Last 
year, the nine patrol companies consisting 
of 160 men answered 13,079 alarms, spread 
20,343 stock covers and 1,679 roof covers. 
Altogether, 303 fires were extinguished, 
862 sprinkler heads were replaced and 163 
building inspections were made. 

It is impossible to estimate the total 
value of the property conserved each year 
by the work of the patrols, but some idea 
of the importance of the work done is 
gained when it is known that last year 
total insurance of $274,242,878 was carried 
on the property in which the work of the 
patrols was done. 


Principal Duty 


The principal duty of the men of the fire 
patrol is to protect property. They save 
millions of dollars’ worth annually. On 
arriving at the scene of a fire, they im- 
mediately enter the burning building, if 
it is possible to do so. For instance, there 
is a blaze on the fifth floor of a loft build- 
ing in which thousands of dollars’ worth 
of merchandise is stored. While firemen 
are fighting the blaze they enter the build- 
ing below. Working rapidly, they cover 
counters, tables and shelves on which 
merchandise is exposed with large sheets 
of tarpaulins. Water does incalculable 
damage being far worse than smoke, and 
these sheets of coarse canvas protect mer- 
chandise and keep down the loss ma- 
terially. 

The fire patrol men have equal rights 
with the regular firemen in opening and 
entering buildings. At a blaze they are 
under the orders of the fire chief in 
charge. If they are unable to enter a 
building, they render what assistance 
they can performing the same functions 
as other firemen. Frequently, they ex- 
tinguish blazes near their own head- 
quarters. 

They receive alarms from the fire de- 
partment from the department’s §tele- 
graphic system, and set out immediately 
for the scene of the blaze. Being 
trained and experienced in all manner 
of fighting fires they are never at a 
loss to know what to do in an emer- 
gency. They can raise and scale ladders 
and handle an ax or line of hose with 
equal facility. Not infrequently, they 
have made rescues. 

The showing of this film all over the 
country will familiarize the public gener- 
ally with the work of the patrols and 
will give the public a better idea of the 
conservation work done by the insur- 
ance companies. 





PAYS PREMIUM AFTER LOSS 


An opinion handed down by the Su- 
preme Court of Oklahoma March 16, 
held that payment of a defaulted prem- 
ium note on a farm policy, after loss has 
been sustained, does not render the in- 
surance company liable for the loss, un- 
less the contract provides that such pay- 
ment revives the insurance policy, such 
revivor to begin from the time the pay- 
ment is made, unless such payment is 
made and accepted under such circum- 
Stances that it may be said that the con- 
ditions of the contract were waived by 
the company. 


DEATH OF SPECIAL RISK MAN 


How Frank H. Naedele of Southeastern 
Underwriters’ Association was Re- 
garded; Tribute from Newspapers 


The death of Frank H. Naedele of the 


S. E. U. A. removed a fine technical in- 
surance man. “The Southern Under- 
writer” said of him: 


“Mr. Naedele was a native of Hartford, 
and he was buried there a few days ago. 
He took up his post in Atlanta fourteen 
years azo, and soon became one of the 
leading spirits im civic affairs and busi- 
ness men’s activities in the city. He was 
a favorite throughout the territory and 
seemed to lift up the spirits of all with 
whom he came into association. The 
community’s loss is quite as keen as that 
of the S. E. U. A. in the passing of 
Frank Naedele. 

“Seldom has any insurance institution 
sustained such a loss as that which over- 
took the S. E. U. A. last week in the 
death of Frank H. Naedele, who was 
head of the sprinklered risk department. 
Aside from the shock to his friends and 
associates because of his sudden passing 
(he had been in apparently the best of 
health and played golf only a few hours 
previously) the association feels very 


.CHARGES POOR EQUIPMENT 





Chicago Fire Commissioner Says De- 
partment Lacks Funds and Public 
Pays High Fire Rates 
Charges that the fire-fighting machin- 
ery of Chicago has broken down and 
that the citizens are being heavily penal- 
ized through high insurance rates be- 
cause of insufficient fire protection were 
made this week by Joseph F. Connery, 
fire commissioner. Connery was defend- 
ing the $1,475,000 improvement program 
submitted by the fire department which 
is to be voted on at the April 13 primary. 
The fire commissioner, in substantiat- 
ing his statement that the fire depart- 
ment had failed to keep pace with the 
city’s growth, pointed out that during 
the past ten years new building projects 
in Chicago had totaled $1,700,000,000 and 
in that same period only five new com- 
panies had been added to the department. 
He also referred to the fact that many 
of the fire companies’ homes were in a 
dilapidated condition, some of them still 

using kerosene lamps. 








keenly the loss of his wonderful techni- 
cal knowledge, efficiency and highly de- 
veloped diplomatic attributes.” 
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Share? 


Over twenty million motor vehicles will jam the highways and 
congest the streets of this country in 1926. How large your share 
of their insurance will be depends upon the extent you develop— 
in addition to the usual coverages—new lines, such as: 


Fleet Insurance, designed to meet the insurance needs of the 
transportation companies operating the motor passenger and 
freight routes that honeycomb the country. 


Garage Owners’ Liability, protecting the operators of garages 
used principally for storage against their legal liability for loss 
from fire, theft, explosion or collision, on cars left in their care. 


Actual Value Automobile Policy, offering the car owner full 
protection at lower cost, automatically reinstating after partial 
loss when repairs are made. 


Our Automobile Department stands ready and anxious to help 


share the lion’s share! 


FIDELITY-PHENIX 
FIRE INSURANCE CO- 


80 MAIDEN LANE, NEW YORK,NY. 


ERNEST STURM, Chairman of the Board 
PAUL L. HAID, President 
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cA NATIONAL Analysis 


VERYTHING we use or depend on in our 
National life at some time is measured by the 
exacting formulae of chemistry. Shoes or building 
material, automobiles or textiles, each gains a sub- 
stantial part of its value in one of many chemical 
laboratories throughout the country. 
Necessarily, costly equipment, specialized build- 
ings and expensive materials 
are the backbone of this work; 


protection, Insurance has done one of its most 
important tasks. 

The Liverpool & London & Globe in assuming 
such risks again plays its part in national enter- 
prise. Its books show an impressive number of 
laboratory policies in every part of the country. 
Only an organization with the wide connections 
and vast financial resources of 
the L. & L.& G. would be select- 





and they must be safeguarded 
at all costs. In rendering this 
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Cutting Overhead 
In Local Agencies 


EXPERIENCED HELP ESSENTIAL 
Keeping Down Sercten to Assured to 
Profitable Basis Another Point; 
Use of Machines 


By Warner Bates, Buffalo 


What are the usual ways in which 
overhead expenses of the agency office 
run up, if not watched, and how are 
you overcoming them, was the question 
asked of several agency heads and of- 
fice managers recently. 

“More money is thrown away on care- 
less and inefficient clerical help than 
any other way I know,” was the answer 
of one agency executive here. “More 
than one promising agency has failed, 
in spite of a satisfactory amount of busi- 
ness acquired, simply because it was not 
able to combat this item of overhead 
expense. 

“The one answer I know for this 
problem is to get the right kind of 
clerical help and get along with as few 
clerks and stenographers as possibly can 
handle the work. 

“In our own agency we never hire 
other than experienced clerks, because 
we do not feel we can afford the cost ot 
breaking in girls who have had no ex- 
perience in insurance matters. We have 
to pay this type of girl more money, 
but it is economy because one good, ex- 
perienced girl will do as much work as 
two clerks who have never had agency 
experience. 

“Also, we always use girls on such 
work rather than men. The reason is 
that men are more ambitious and the 
kind of male clerk you could get at a 
salary comparable with that of an ef- 
ficient girl would not be worthwhile. 
Unless the office is a big one where 
there is plenty of opportunity for ad- 
vancement even among the clerical force, 
the agency is better off without men 
clerks,” 

Use Policy-Writing Machines 

Several of the agencies interviewed 
have cut their costs considerably by the 
use of bookkeeping and policy writing 
machines. Ihe tendency is towards the 
introduction of some mechanical devices 
of this kind in the majority of large 
ofices. Two bookkeeping machines, one 
man said, do the work of about three 
clerks, although others who were asked 
felt that there wasn’t much saving in 
personnel. 

Another man advanced further reasons 
against employing male clerks. “There 
is the danger of the male clerk going 
over to a competitor and taking with 
him a list of accounts, the agency’s most 
Importance asset. Girls are not so apt 
to do a thing of this sort,” he claimed. 
_ Service to the client was one of the 
items of agency overhead discussed. 
Some agencies go into this extensively 
and feel that regardless of the cost it 1s 
well worth while because of the sales it 
paves the way for. Nevertheless, it must 
be considered in any article on agency 
costs. 

The main point under the heading of 
service is for the agency to make sure 
that the cost of its “free” service to 
clients is not greater than the business 
being written would warrant. Agency 
commissions and brokerage are all fixed 
by law and therefore the margins within 
Which the agency can operate are very 
narrow and inflexible. The only way in 
Which commissiéns can be increased is 
to increase the volume of business. 
Therefore, an excessive service feature 
ia small agency is likely to swamp the 
concern, rather than help it. In other 
words, service must be held within rea- 
sonable bounds. 

Some agencies confine the service 
feature to whatever help and advice their 
officials, salesmen and clerical force can, 
Without interfering too much with their 
foutine business, render to the client— 
others go so far as to install a complete 
engineering department at a cost that 
Tuns into big figures. But jn all cases, the 








ye 





ae eee. Bl 





eq “More THAN A Century oF SERVICE” pete 


The Human Touch 


To its twelve thousand agents 
. . and to the public it protects 


ASTNA” is more than a fire insurance company. To them 
it is a group of human beings who have inherited the tra- 
ditions of one hundred and seven years of preserving a 
genuine human touch in every transaction. And there can 
be no swerving from that principle 
JETNA is AZTNA. 


to its own employees 
the “Good Old 


not as long as 


President 


a ee ES } 


HETNA INSURANCE 


COMPANY 





service feature in the successful agency is 
held down to a definite percentage of 
income that can be charged off every 
year without interfering with a legitimate 
profit. Properly used, the service feature 
can be the means of bringing a large 
volume of new business into an agency 
every year. 


Cost of Collections 


Collections is another item of over- 
head. In fact, this is a double-barreled 
item. Not only does it cost money to 
make the collections that are slow, but 
when an agency does not have a proper 
system of making collections too high a 
percentage of collections will be lost en- 
tirely and have to be charged off en 
masse to profit and loss. 

About the only thing that can be 
said regarding keeping down the cost 
of collections, considering it. as a part 
of overhead, is that the system should 
be an infallible one. In the first place, 
customers should be carefully scrutinized 
as to their ability to pay and integrity 
before the business is accepted. Those 
that do not look worthwhile should not 
be taken on. Secondly, there should be 
periodic billings and a system of follow- 
ing up with personal calls after the pre- 
mium has become seriously overdue. The 
agency has to pay premiums to the com- 


panies it writes for in 60 days. There- 
fore, it is not good business for any 
agency to carry on its books any volume 
ot business that is not paid within that 
period. 

Of course, where the account is a 
large one and absolutely reliable, or 
where it is known that the reason for 
the delinquency is that the customer has 
been away, or sick, or some other legiti- 
mate excuse, exceptions are made. It is 
all a matter of judgment. Some agency 
executive should make it his duty to 
scrutinize all accounts at least monthly 
and watch for those which are over 
delinquent, or which make it an annual 
custom to let their insurance bills run 
along four or five months without pay- 
ment. Such should be weeded out. 


Keeping Employes Busy 


One important point, the manager of 
a large agency pointed out, is keeping 
the entire clerical force constantly em- 
ployed. No agency, he claimed, should 
have more help than it is able to keep 
busy every day in the week. Not only 
is there an actual loss when girls or 
men are idle for hours at a time, but 
it has a demoralizing effect on the entire 
force. 

“We have a fire department, a casualty 
department, bonding department and an 
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engineering department,” this manager 
said. “We keep our clerical force in all 
departments down to a minimum ail the 
time. Then, when it develops that one 
department is overrushed we find a girl 
who has not so much to do at that mo- 
ment and transfer her temporarily to 
the busy department. There is a sep- 
arate head for each department, and 
each man keeps close tabs on the situa- 
tion. 

There is little chance to save on such 
items as stationery and postage. One 
agency in the downtown section of an 
eastern city tried delivering all down- 
town items by messenger instead of maii 
and found that it was far more costly 
than postage. 

Stationery can be a large or small 
item. Some agencies feel they must have 
their own, high-grade stationery while 
others are content to use the cheaper 
grades sent out by the companies thev 
represent. 





OIL BURNERS IN HOMES 





Underwriters’ Laboratories Report on 
Five Years’ Study of Different Sys- 
tems for Home Heating 
The rapid increase in the use of oil 
burning systems for heating residences 
during the last few years has created a 
new problem which the Underwriters’ 
Laboratories has been studying for the 
last five years. Intimate contact with 
practically all the different types of 
burners now on the market, acquired 
through this intensive investigation, has 
resulted in the establishment of certain 
principles which are recommended to be 
considered in installing and operating 
domestic oil burners. ‘The Fire Preven- 
tion Bulletin of the United States Cham- 
ber of Commerce, reporting on the re- 
sults of the investigation, says in part: 
Among the safest types of oil burn- 
ing systems for domestic use are those 
in which all piping and the tops of tanks 
are located below the level of the burner 
base and the supply of oil to the burner 
is so controlled that breakage of any 
pipe or ignition failure will not result 
in a continuous discharge of oil into 
the building. If any leakage occurs, the 
oil will then seep out into the ground 
and will not be likely to collect at a 

point where it might be ignited. 

The alternative method of supplying 
oil is to have a supply located above 
the level of the burner. This obviously 
requires the oil to be fed to the burner 
by gravity as contrasted with pressure 
or suction which are used when the fuel 
supply is located below the level of the 
burner. Leakage may result in the dis- 
charge of a considerable quantity of oil 
inside the building. 

Delayed or otherwise faulty ignition is 
another possible source of trouble. The 
use of a heavy grade of oil with a high 
flash point and viscosity, when starting 
up a cold furnace, may result in the ac- 
cumulation of a considerable amount of 
air and oil vapor before the mixture is 
finally ignited. This possibility is not 
confined to any one type of burner. 
Another thing which has resulted in 
delayed ignition in the case of burners 
having gas pilots has been the instinct 
of economy prompting owners to save a 
little gas by cutting down the size of 
the gas pilot flame below its intended 
height. Improper location of the pilot 
with respect to the fuel to be ignited 
may cause a similar result. 

Carbonization is a condition sometimes 
in evidence in heating systems using 
domestic oil burners which may result 
in or is indicative of hazardous condi- 
tions. Usually the presence of carbon 
indicates that combustion is poor and 
should be corrected. The importance of 
using proper grades of oils in domestic 
burners should not be underestimated. 
Some people may wish to economize by 
using cheaper and lower grades of oil 
than can be satisfactorily burned and 


_when this is done trouble in one form 


or another may result. Most properly 
constructed and installed domestic burn- 
ers satisfactorily burn light distillates; 
relatively ‘few are really ‘capable of 
burning heavy grades of fuel oil. 
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PALMETTO TAXES AWAITED 
Michigan Insurance Department Ex- 
pects Prompt Response for Call for 
Additional Tax Payments 

Word is expected soon by the Michi- 
gan state insurance department on the 
attitude the Palmetto Fire of Sumter, 
S. C., will take toward meeting the de- 
partment’s demands that a huge defi- 
ciency in taxes, occasioned by the 
operation of the Chrysler wholesale 
cover plan under a Michigan contract, 
be made up. The Palmetto has been 
billed by the department for $11,930.15, 
the amount of the alleged deficiency 
which would be in addition to a check 
for $858.97 which was submitted by the 
company with its 1925 report. 

Department statisticians went over the 
Palmetto report carefully but failed to 
find justification for the company’s 
method of figuring its Michigan tax bill. 
In the report, automobile premiums as- 
signed to Michigan were placed at $28,- 
827, apparently on the theory that this 
state was due taxes only on premiums 
collected on Chrysler cars sold in Michi- 
gan. Commissioner L. T. Hands, after 
having ruled the Chrysler-Palmetto plan 
legal largely because it was represented 
to him as a “Michigan contract,” main- 
tains it is obvious that all of the premi- 
ums paid the Palmetto by the Chrysler 
Sales Corporation are turned over to 
the company’s Michigan agency are 
property taxable in that state. This total 
Chrysler contract premium in 1925 was 
$426,304, President Perry Moses of the 
Palmetto has admitted to the depart- 
ment. 


MAY NOT BE RENEWED 


Opinion In Underevtting Circles Rela- 
tive to Chrysler-Palmetto Contract 
Now Before Courts 
It is the general belief in automobile 
underwriting circles that the Chrysler- 
Palmetto contract will not be renewed 

on July 1. 
BROKERS PLEDGE AID 

The Board of Directors of the Gen- 
eral Brokers Association of the Metro- 
politan District, Inc. . at a meeting held 
on Thursday evening, March 25, unani- 
mously adopted the following resolu- 
tion: 

“Be it resolved that we the members 
of the General Brokers Association do 
hereby place ourselves on record to exert 
every effort to cooperate with insurance 
companies and fire prevention bureaus 
in the earnest task of preventing prop- 
erty loss and that a copy of these res- 
olutions be sent to every fire insurance 
company and agency underwriter located 
in the Metropolitan District.” 


OPENS ADJUSTING OFFICE 


E. Carlton Turnbull has opened an 
office as an independent fire insurance 
adjuster at Jacksonville, Fla. He was 
formerly vice-president and treasurer of 
Tucker & Turnbull, Inc., agents at 
White Plains, N. Y. 


FAILS TO RENEW FIRE INSURANCE 


The fire insurance covering the state 
capitol at Denver and the state museum 
across the lawn expired March 15, but 
it is said that the policies have not and 
will not be renewed; that the state is 
going to carry its own insurance, paying 
any losses from what would be paid out 
as premiums. 


JOINS LEACH, CHASE & CO. 

G. C. Duncan has been elected a mem- 
ber of the firm of Leach, Chase & Co. 
of Philadelphia, which agency writes for 
the Glens Falls and Victory for auto- 
mobile fire and theft lines, and also 
writes casualty lines. Mr. Duncan was 
formerly with Charles Tredick & Co. 


E. C. H. DURHAM ARRIVES 


Fire Manager E. C. H. Durham of the 
London Assurance arrived in New York 
City last week from London on a visit 
to the corporation’s offices in the United 
States and Canada. 











WILLIAM DEANS HERE 





President of Pacific Coast Board and 
National Automobile Club Visiting 
New York 
William Deans of Selbach & Deans, 
gene ral agents of the Hanover, San Fran- 
cisco, is in town. He is president of 
the Pacific Board and of the National 
Automobile Club, which is the organiza- 
tion of the companies in the Pacific 
Coast Automobile Underwriters’ Con- 
ference. He said that while the club 
is not two years old yet, it has approx- 
imately 25,000 members and is giving 
general satisfaction to insurance men 

and to its membership. 





NEW U. S. MANAGERS 

R. L. Harris and c. R. Watson Appointed 
by Canadian Fire, Which Will 
Do Business on Coast 

R. L. Harris and Charles R. Watson 
have been appointed United States man- 
agers for the Canadian Fire of Winnipeg. 
That company has been licensed by the 
California Insurance Department to 
transact fire and automobile insurance 
and will also enter other Coast states. 
The company has $1,000,000 capital, 
$2,029,038 assets, net surplus $482,696. It 
will write fire, automobile and casualty. 
The new United States managers are 
members of Harris & Watson, Inc. They 
also represent the Milwaukee Mechanics, 
Pennsylvania Underwriters, Ohio Farm- 

ers and the Hampton Roads F. & 


EXAMINERS’ APRIL MEETING 

The Examining Underwriters Associa- 
tion of New York is planning on a big 
turnout for the April meeting, to be 
held next Thursday evening, April 15, 
at the Hotel St. George in Brooklyn. 
Fire insurance companies have been in- 
vited to send representatives and two 
well-known, executives, William Quaid, 
vice-president of the America Fore com- 
panies, and H. M. Carmichael of Chica- 
go, manager of the Oil Insurance As- 
sociation, will address the meeting. 
Tickets for the dinner cost $2.50 each. 





RYAN WITH NEW HAMPSHIRE 

The New Hampshire Fire has appoint- 
ed James R. Ryan as special agent for 
eastern New York with headquarters at 
Albany. He succeeds Robert S. Kelton, 
‘vho resigned to purchase an interest in 
a local agency at Newburgh, N. Y. Mr. 
Ryan previously _* been special agent 
of the American Eagle in New Jersey 
and special agent for the Home in New 
York. He is a native of Oneida, N. Y. 


CHICAGO LOSS CLUB 


A Loss Club is to be organized in Chi- 
cago, made up of the heads of the com- 
pany loss departments in the city. This 
was decided on at a meeting held at din- 
ner Tuesday evening at the Chicago Ath- 
letic Association, called by C. R. Street, 
vice-president and general western man- 
ager of the Great American, who is deep- 
ly interested in the loss situation as chair- 
man of the Cook County Loss Adjust- 
ment Bureau. 





N. C. STEVENS ELECTED 
Mayor Norman C. Stevens, insurance 
agent, was re-elected mayor of Hart- 
ford this week, his plurality being 1,- 
413 votes. 
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MARINE & AUTOMOBILE DEPARTMENT 








Eduardo Girtanner Proposes Radical 
Remedies to Stabilize Marine Markets 





Italian Underwriter Suggests Legislative Action Compelling 
Adherence to Rules and Tariff of Concordato 
and Interreinsurance 


Eduardo Girtanner, of Genoa, Italy, 
president of the Italian Concordato, (an 
office of the government handling §re- 
insurance) and general agent for Italy 
for the Eagle, Star & British Dominions, 
proposes several radical remedies for the 
present unsettled state of the world’s 
marine insurance markets, in an interview 
published in “Nautilo” in IJtaly, and THe 
EasTERN UNDERWRITER in this couniry. 
Mr. Girtanner, who is recognized as one 
of the leading experts on marine insurance 
in Italy, suggests compulsory reinsurance 
of a fixed percentage of wiarine risks 
written in Italy through a central organi- 
gation for the purpose of stabilizing rates 
and giving the business a chance to secure 
an underwriting profit. These views will 
be read widely with much interest because 
Mr. Girtanner has for many years been 
a keen student of the marine markets. 

As I had occasion to summarily say 
at the international meeting of Lucerne, 
the situation is at present far from 
satisfactory, but in order to fully under- 
stand the same it is necessary to ex- 
amine the different phases through 
which the markets have gone since the 
outbreak of the great war up to the 
present time. 

These may roughly be divided into 
four periods, the first of which is the 
war period during which many under- 
writers and especially the amateur un- 
derwriters who had cropped up every- 
where during the war attached little or 
no importance to the ordinary marine 
risks and to the normal rates of pre- 
mium which should have been quoted 
for these risks. 

Dazzled by the vision of the high 
war rates obtainable, many of them en- 
tirely neglected the question of marine 
risks which they reduced to unprece- 
dented limits. Most of the companies 
of that period issued policies just as a 
gambler points his stake at the roulette 
table, winning or losing, and caring for 
nothing else than to keep the game go- 
ing. 


Rapid Fall of Rates 


The second period was the immediate 
post-war period which practically cov- 
ers the years 1919 to 1922. This period 
was marked by an industrial super-pro- 
duction which coincided with a world- 
wide commercial and industrial crisis, 
the repercussion of which on the marine 
insurance market made itself doubly felt 
by the tremendous increase in claims of 
all sorts and by the decrease of the 
rates which, with the disappearance of 
the remunerative war rates, were re- 
duced to nothing. 

The only advantage of this crisis was 
the disappearance of most of the ama- 
teur underwriters and of the speculative 
companies founded during the war, 
which were not strong enough to re- 
sist the adverse condition of.the times. 

The third. period, covering the years 
1923 and 1924, registered a slump in 
trade, and traffic, but the commercial 
operations transacted during this pe- 
riod were more genuine and the surviv- 
ing trades more solid and flourishing. 
Due to the energetic action on the part 
of the Government directed towards ob- 
taining a reduction of the thefts and 
of the mishandling of goods, both in 
the ports and on the railway lines, the 
situation rapidly improved and soon be- 
gan to give satisfactory results; claims 
diminished and the policies gradually 
grew to be profitable for the under- 


writers and this notwithstanding the 
deficient rates charged. 

But this selfsame improvement of 
the ‘general conditions of things was 
the undoing of underwriters who, espe- 
cially if they are marine underwriters, 
have an innate optimistic habit of see- 
ing everything through rose-colored 
spectacles. The slight improvement 
mentioned, which, as I before said, was 
unfortunately accompanied by a marked 
reduction of trade and traffic so that 
the volume of business on the market 
was inadequate to satisfy the absorbing 
capacities of the big companies which 
had survived the great crisis, was suffi- 
cient encouragement to engender the 
keenest and most unreasonable compe- 
tition which has ever existed in the 
world’s marine. insurance markets. 


Competition at Worst Now 


First class companies seem at pres- 
ent to be bent only upon getting each 
other’s policies at any price, well know- 
ing that at the rates and conditions at 
which they are writing the business the 
same can only result in a loss for the 
companies, but hoping perhaps that for 
this very reason the different marine in- 
surance markets, in face of an unsus- 
tainable situation, will sooner or later 
have to come to serious arrangements 
for a gencral restabilization of marine 
underwriting, and that in that case they 
stand a good chance of conserving their 
accounts so acquired, on improved and 
adequate conditions. 

This ferocious competition, which pre- 
sents much more of the aspects of a 
war for domination of the market than 
the aspects of a normal business com- 
petition, takes place at the very moment 
when the general conditions of trade 
and traffic, and consequently of marine 
underwriting, again tend to become as 
unsatisfactory as they were during the 
immediate post-war period; and_ this 
brings us to the fourth and present pe- 
riod which is marked by a gradual and 
persistent increase of claims of every 
nature, notwithstanding which. the re- 
sults might be looked upon even yet 
as disastrous if the companies had not 
in the meanwhile competed in extending 
the same terms of insurance so as to 
include all and every risk imaginable, 
even including non-marine risks, at the 
same time reducing rates to such an ex- 
tent that most of them are today hardly 
sufficient to cover goods on F. P. A. 
terms. 

If to this we add the crisis of the 


freight market, the unfavorable con- 
ditions of shipping, the difficulty for 
shipowners to obtain the necessary 


credits and their tendency to economize 
at the expense of underwriters by un- 
dervaluing steamers and by paying in- 
sufficient rates of premium, we have a 
pretty clear picture of the present situ- 
ation which cannot possibly continue 
unless we-desire to starve marine in- 
surance to death. 


Several Remedies Suggested 


Asked what remedies he would sug- 
gest, Mr. Girtanner replied: 

In Italy, everything which could rea- 
sonably be done to improve the market 
by agreements freely stipulated betwee:: 
the companies working in this country, 
has already been tried by the. Italian 
“Concordato,” who has _ undoubtedly 
taken most efficient steps to enforce an 
improvement of the existing unsatisfac- 
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tory conditions, bringing into action 
many new ideas and many innovations, 
but unfortunately the spirit of self sac- 
rifice and discipline which the associated 
companies have imposed upon them- 
selves, and the definite result of the ti- 
tanic efforts of the “Concordato” have 
been partly frustrated by the competi- 
tion of the non-associated companies and 
of the foreign insurance markets as well 
as—it is better to acknowledgé this 
frankly—by the not infrequent infrac- 
tions on the part of associated companies 
of the rules and regulations laid down 
by the “Concordato.” 

Under these circumstances I see no 
other alternative but that of sustaining 
the action of the Italian “Concordato” 
by adequate legislative action to enforce 
the tariffs, rules and regulations ,which 
this institution promulgates in the in- 
terest of marine insurance in general 
and of the underwriters and assured in 
particular. 

This object can easily be obtained by 
a law. by which all companies operating 
in Italy will be bound to observe the 
tariffs and deliberations of the “Concor- 
dato” and to cede to the Unione Itali- 
ana di Riassicurazione in Rome, which 
is a semi-governmental institution, 40% 
of all risks underwritten by them in this 
country on original rates and conditions 
and at pre-established deductions, said 
deductions to include discount, broker- 
age as well as agency and reinsurance 
commissions. 

The said law will have to prescribe 
that no risks can be underwritten in 
Italy except at the rates and conditions 
promulgated by the “Concordato,” which 
institution would thus be put into a 
position to more efficiently continue its 
action of regulating the Italian marine 
insurance market in the interest of all 
concerned, without being obliged to 
prejudice the adherence and the con- 
sent of the non-associated national and 
foreign companies systematically  ad- 
verse to any action tending to improve 
the conditions of the market. 

As to the assured, they have nothing 
to fear from the action of the “Con- 
cordato” or any other institution that 
the Government may consider fit to 
create for the above purpose, in as much 
as the said institution will have to op- 
erate with the greatest circumspection 
and always keep a keen eye on the com- 
petition of the foreign markets which 
will continue to represent a constant 
and natural restriction to any arbitrary 
proceedings or to any excessive action 
in establishing the rates of premiums 
and the conditions for the different 
classes of risks. 


Outside Control] of Rates 


In fact, if there were an undue dis- 
crepancy between our rates and con- 
ditions and those of the foreign in- 
surance markets, the Italian importers 
would be induced to buy their goods 
or merchandise C. I. F. and the Italian 
exporters would have to sell their goods 
F. O. B., even if they were disposed to 
pay a higher rate of premium in Italy, 
because these conditions would be im- 
posed upon them by the overseas sell- 
ers and buyers. . 

These considerations naturally lead to 
the deduction that the institution called 
upon by law to promulgate the compul- 
sory rates and conditions must be an ex- 
tremely sensitive organization, composed 


of compentent underwriters in constant 
contact with the insurance world in gen- 
eral, because otherwise the only prac- 
tical result achieved would be to make 
the Italian premiums go to foreign in- 
surance markets. 

In my opinion, 10% of the 40% (i. e. 
4% of the entire account of each com- 
pany) ceded to the Unione Italiana di 
Riassicurazione under the new _ law, 
should be ‘conserved by this company to 
compensate same for their operations, 
while the remaining 90% of the business 
ceded (equal to 36% of the entire ac- 
count of each company) would be retro- 
ceded by the Unione Italiana di Ri- 
assicurazione to the companies operat- 
ing in Italy from whom it came, thus 
making a return of the big pool to the 
companies who had produced the bus- 
iness, and this in proportion to the vol- 
ume underwritten and ceded by each 
company, the said retrocession to be 
changed only by a small retrocession 
commission sufficient to cover the 
Unione Italiana di Riassicurazione’s sup- 
plementary working expenses in respect 
to the operations of control and re- 
distribution necessitated by the system 
proposed. 

This entire proposition may seem 
drastic, but | think that under the cir- 
cumstances it is necessary to force the 
companies to a compulsory cure even 
against their own will, rather than let 
them die of the illness from which they 
suffer and in which they seem to find 
a certain satisfaction in indulging. 

Advantages of Proposition 

The advantages of the proposition 
are apparent: The first would be that 
all marine risks would be underwritten 
in italy on adequate rates and condi- 
tions and according to the rules and 

(Continued on page 31) 


Aircraft Insurance 
(Continued from page 16) 
the aircraft conveying the cargo 
(including also loss or damage by 
burglary, housebreaking, theft, 
fire, or by the action of the ele- 
ments consequent upon and aris- 
ing out of an accident to or 
forced descent of the aircraft.) 
(b) The Terminal Risk. Loss or 
damage by burglary, housebreak- 
ing, theft, or fire and damage 
by accidental means (excluding 
the flight risk as above defined) 
whilst in the custody of any 
Aerial Transport Co. and/or For- 
warding Agent. 
Cargo (Trust Policies) 


Trust Policies may be granted to 
Aerial Transport Companies and to 
Freight Agents under the terms of 


which they may issue Coupons or Cer- 
tificates of Insurance to Consignors of 
Cargo, which Certificates cover the var- 
ious risks above stated at low rates of 
premium. 

The following is the essential infor- 
mation required in order to quote pre- 
miums for cargo risks III. and IV.: (a) 
Period of Policy. (b) Route. (c) 
Owner of aircraft. (d) Type of air- 
craft and engine. (e) Name and ex- 
perience of pilot unless owner of air- 
craft is an established concern operating 
aircraft. (f) Nature and value of 
cargo. (g) Any other information bear- 
ing upon the risk. 
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Casualty Companies Watching the Fire 
Companies 


To say that the casualty insurance 
fraternity is watching every step in the 
personnel appointments of the new casu- 
alty companies, launched by fire insur- 
ance companies, is putting it mildly. As 
soon as a name is announced feelers 
are set loose to find how the new exe- 
cutives stack up. 

Another thing the casualty people are 
curious about is to ferret out the rea- 
sons for the entrance into casualty in- 
surance of so many fire companies, as 
it is generally believed that more such 
companies are on the way. 

The two most frequent questions asked 
the writer are these: “When is the 
Home going to start a casualty running 
mate?” and “When are the America 
Fore companies going into the casualty 
game?” If there be any such intention 
on the part of those groups it is 
shrouded in mystery at the present time. 

* * & 


Wonder What Remington Will Do 


Another bit of curiosity has to do with 
the future plans of Charles H. Reming- 
ton, who was vice-president of the 
Aetna Life. It is reported that Mr. 
Remington is a wealthy man, 

x *k Ok 
Keeping the Papers Posted 


Some of the insurance publishers are 
becoming perplexed as to how to handle 
the “hand-outs,” as the mimeographed 
material, news and otherwise, sent to 
the papers by the publicity divisions of 
the insurance companies, are called. 
These go out to a couple of dozen pap- 
ers, the wording of the articles being 
identical. If the papers publish the 
material as written they feel their col- 
umns will become stereotyped. 

Another slant to the situation is that 
the “hand-out” system breaks decidedly 
against the weekly papers as it gives 
first publication to a daily newspaper 
which features insurance news. When 
the weekly papers hear about appoint- 
ments there is always the request to 
the editors to wait for the “official an- 
nouncement.” This arrives at the office 
of the weekly and the daily paper at 
the same time; so the latter has a beat. 

a a 
Saving on Telegrams 

Some people are at a loss when it 
comes to writing condensed telegrams. 
It is the general opinion that a wire had 
better not be despatched than to have 
it incomprehensible by reason of the 
dropping of key verbs for economy 
reasons. Yet, some executives are waste- 
ful by using repetitions or words not 
necessary to the sense of the message. 

In the current issue of “System” an 
office manager tells how the problem 
has been solved in his establishment: 

“Our telegraph costs were mounting 
mightily until we adopted a plan which 
struck at the root of the evil. Every 
dictator was required to initial the car- 
bons of his telegrams and, at the end 











of the month, each man’s batch of car- 
bons was carefully scrutinized. 

“If the telegram had been marked 
straight telegram and more than the 
allowed 10 words had been used need- 
lessly, the wastefulness was very force- 
fully brought to the dictator’s attention 
by rewording the telegram so that it 
was expressed within the 10-word limit. 
The re-worded telegram was clipped to 
the carbon and both were returned to 
the dictator to show him his error. 

“The result of the plan has been a 
gratifyingly lower telegraph bill.” 

a 


A Wise Action 

The Insurance Federation of Penn- 
sylvania is to be congratulated upon 
its good sense in deciding not to accept 
advertisements from insurance compan- 
ies or their representatives in its new 
monthly magazine as it does not care to 
be in competition with its friends, the 
insurance press. 

It is about time that some one called 
a halt upon the practice of state as- 
sociations in taking ads from insurance 
companies for programs and_ publica- 
tions, thus cutting into the revenues of 
the insurance papers which are expen- 
sive and only fairly supported as there 
are a number of insurance companies 
which do not advertise at all. 

It is the general impression that the 
insurance press is clean and doing the 
best it can in covering a difficult field. 

ae 


The Entente Cordiale 

Some of the general agents of life 
Nsurance run schools or lecture courses. 
One of the pleasant features of this in 
New York has been the appearance of 
general agents of competing offices in 
the capacity of lecturers. 

* * 
Claris Adams a Hit With the Traveling 
Newspaper Correspondents 

Claris Adams, the silver-tongued in- 
surance lawyer of Indianapolis, who is 
running for United States Senator, has 
attracted the attention and won the fa- 
vor of the various traveling newspaper 
correspondents sent about the country by 
the metropolitan newspapers in their 
quest for the latest dope on the political 
situation. He is a master phrase coiner 
and hasn’t the slightest difficulty in the 
world in holding audiences. He won 
the eulogies of a large part of the fire 
insurance world by his talk on public 
relations delivered before various state 
associations of fire insurance agents; 
before the casualty executives and agents 
at an annual convention; before the 
Western Union and the National Board 
of Fire Underwriters. Appearing in 
those worlds of restraint and subtle 
talkers his eloquence brought his audi- 
tors to their feet with cheers, some 
achievement when one is addressing cold 
blooded and ihtensely undemonstrative 
fire insurance executives. 

One of the very few members of his 
audiences who were left cold was the 
writer who is particularly irritated when 
he runs counter to figures of speech, 


symbols, word pictures and rhetorical 
flights, his preference being for oratory 
without trimmings. Soon after Mr. 
Adams’ fire insurance appearance a pub- 
lisher designated the Indianapolis man 
as a Demosthenes, whereupon the writer 
countered with the query, “Demosthenes 
or William J. Bryan?” This in turn 
irritated Mr. Adams as he has a partic- 
ular distaste for demagogues and object- 
.ed to being linked with one in com- 
parison. 

My principal objection to the Adams 
addresses was that, taking as his sub- 
ject “Public Relations,’ a topic about 
which I consider myself well-informed, 
he had nothing new or constructive to 
suggest, in my opinion, and so I felt that 
he was gilding obvious thoughts with 
jewels of scintillating phraseology. 

Anyway, he is a man of most attrac- 
tive personality, highly regarded in his 
home city and state, and in my opinion 
would make a more courageous and prob- 
ably as able a Senator than the two 
now holding office in Washington from 
that commonwealth. 

a ae 
Will Move on May 1 

The Drug & Chemical Club expects 
to be in its new quarters in the Na- 
tional Board’s Building on May 1. The 
grill room of the present Drug & Chem- 
ical Club will be the new home of the 
Insurance Society of New York. 

* * 
Once Traveled In China 


Edwin E. Sterns is soon to take an 
important position in the publication de- 
partment of the Travelers Insurance Co. 
at Hartford. In special training for 
that post he is taking an educational 
course in New York and is also on the 
street selling life and accident insur- 
ance. He had a quota given him and has 
passed it. 

Mr. Sterns at one time was assistant 
advertising manager of the American 
Tobacco Co., in which capacity he trav- 
eled in China and other parts of the 
world. He then became advertising 
manager of the Guardian Life. 

+ te 
Smoking in the Office 

To smoke or not to smoke, that is the 
question. All of which attests the per- 
tinence of these paragraphs which recent- 
ly appeared in the publication gotten out 
each month by one of the important in- 
surance companies: 

Apropos of President Ives’ mem- 
orandum concerning smoking in of- 
fice hours by department heads, it 
would seem that a mass apology to 
him might be in order from all inthe 
Home Office who have made the 
memorandum necessary. President 
Ives was forced to take a step which 
must have been distasteful to him. 
There certainly ought not be any re- 
pining over the edict. It wasn’t 
a curt command. It was a logical 
presentation of facts which could 
not help appealing to the sense of 
fairness of everybody—on the prem- 
ise that it wasn’t a square break for 
one group of men to enjoy a privi- 
lege denied to another group right 
in the same room. 

And there is more to it than that. 
President Ives has not only done an 
eminently fair thing .. he has con- 
tributed a good deal to the sum total 
of fresh air and clear heads at the 
end of the day. 

*x* * x 
Florida Freight 

Fire and marine insurance men are 
interested in reading comments on Flor- 
ida. The paragraph following is part 
of an editorial in a Pittsburgh paper: 

“A Pittsburgh manufacturer recently 
sent nine tons of steel products to Flor- 
ida by express. This unusual course 
was made necessary by the embargo on 
freight passing through the Jackson- 
ville gateway, the goods being impera- 
tively needed by the consignee. Rail- 
road managers say they are overcom- 
ing the congestion which has backed 
great strings of freight from the Flor- 


ida boundary several hundred miles 
north. The daily tie-up has affected as 
many as 3,100 carloads of goods. What 
the relief amounts to may be judged 
from statements that when satisfactory 
arrangements are made less than car- 
load lots of household goods can be got 
through in three weeks from New York, 
Everything else but foods for human 
beings and animals is subject to delay 
of uncertain length.” 


* * * 
Small Working Margin 


The present margin between profit 
and loss in fire insurance is 3%, accord- 
ing to the fire insurance financiers. 

kek x 


You Can Search Me 


One of the highest priced magazines 
in America is Harper’s Bazaar, a Hearst 
publication, which is read almost exclu- 
sively by women. About the nerviest 
ad that [| have ever read is a full page 
ad of Harper’s Bazaar printed this week 
boasting about itself and winding up with 
the following sentence: “It is only 50c.” 
My dear, how do they do it?” 


* * * 


Bandits Get Money One Day; Squander 
It the Next 


Burglary insurance rates will not be 
reduced despite the capture of the 
Whittemore gang of bandits and several 
other important gang captures. There 
are still about 30,000 of these bandits 
operating in Greater New York, accord- 
ing to high police officials. However, a 
dent has been made in the “gang” 
morale, as it has been proven that detec- 
tives were following the Whittemore and 
other bandit crowds while engaged in 
hold-ups. 

The Whittemore murderers and hold- 


up men zot $800,000 and this particular | 


capture is interesting because all of these 
bandits have made confessions. 

It develops that they spent their 
money as fast as they got it. Whitte- 
more left his house one night for a 
cabaret with $11,000. He spent. $1,800 
in the cabaret, in eddition to distributing 
many gifts of hundreds of dollars to 
cabaret zirls. Friends in the underworld 
borrowed a lot more and he returned 
home with $3,000. Succeeding nights 
he smoked opium and gambled until he 
cut his bankroll down to a point where 
he had to ride to his apartment in a 
Broadway surface car. 

Paladina, another member of the gang, 
lost $10,000 of his $11,000 share in one 
night through gambling. He spent the 
remaining $400 the next three days in 
opium and other dives. 

All the members of the Whittemore 
gang were dope fiends and patrons ot 
crooked gambling establishments. 

ee a 
Yacht Note 

The Insurance Society of Massachu- 
setts has been invited to share the Bos- 
ton station of the Boston Yacht Club and 
has accepted the invitation. The Insur- 
ance Society of New York, which is only 
a stone’s throw from the East River, has 
not yet received any similar invitations 
from the yacht clubs of that busy stream. 
Few of the members have yachts, un- 
fortunately, as many of them live in in- 
land Jersey and Westchester County. 

* ok Ok 
Baltimore Item 

The Baitimore Underwriter runs a long 
story headed “This Surety Company 
Playing With Fire.” 

Is it going into the fire insurance busi- 
ness, too? 

i ee 


Youthful Spellbinders 


They train good talkers young in life 
insurance. Some of the best spellbinders 


now appearing before life insurance peo- 
ple are thirty years old or under. 
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Need Wisconsin License 
to Guarantee Mortgages 


COMMISSIONER SMITH RULES 
Advice Sent to Al Surety Companies 
and Banks; To Protect Public Against 
Irresponsible Guarantors 


That only surety companies licensed 
by the Wisconsin Insurance Department 
should be permitted to guarantee bond 
issues in the state was the opinion offi- 
cially announced by Insurance Commis- 
sioner W. Stanley Smith last week. The 
opinion has been sent to all surety com- 
panies and banking firms. 

In making this ruling Commissioner 
Smith said: “The language employed in 
the New York State law permitting 
surety companies to insure or guarantee 
the principal and interest of mortgages 
and mortgage bonds is almost identical 
to that of the Wisconsin statute: ‘to 
guarantee the performance of contracts 
and obligations other than that of in- 
surance.’ 

“In Wisconsin, however, there never 
was a thovght that this provision was 
intended, could or was contemplated to 
be used as the authority for insuring or 
guaranteeing the non-payment of prin- 
cipal of bonds or mortgages. As a mat- 
ter of fact, at the legislative session of 
1909, both subsections 7 and 8 of section 
201.04 were amended by chapter 460, 
Laws of 1909, the words ‘And against 
non-payment of principal and interest of 
bonds and mortgages’ were added to sub- 
section 8 instead of 7, subsection 8 de- 
fining the powers of companies author- 
ized to examine and insure against loss 
or damage by reason of incumbrance 
and defects in titles. Since then section 
204.01, subsections 7 and 8 provided: 

“(7) Against the loss from the de- 
faults of persons in positions of trust, 
public or private, and to guarantee the 
performance of contracts and obligations 
other than that of insurance. 

“"(8) To examine titles to real and 
personal property, furnish information 
relative thereto and insure against loss 
or damage by reason of incumbrance 
and defects in titles and against non- 
payment of principal and interest of 
bonds and mortgages.” 

“The legislature of Wisconsin had two 
opportunities to definitely confer the 
power or authority to suretyship cor- 
porations to insure and guarantee against 
non-payment of principal and interest 
of bonds and mortgages; in 1909, when 
in the same Act both subsections 7 and 8 
were amended, and again in 1919, when 
in chapter 655 provisions were made 
and appearing now as section 204.02 e 
and f, as follows: 

“*(e) Indemnifying banks, bankers, 
brokers, tinancial or moneyed corpora- 
tions against the loss of any bills of ex- 
change, notes, drafts, acceptances of 
drafts, bonds, securities, evidence of 
debt, credits, deeds, mortgages, docu- 
ments, currency and money, except as 
against loss by marine risks or risks of 
transportation or navigation, 

““(f) Guaranteeing any federal land 
bank against loss by reason of defec- 
tive title to or incumbrance on real prop- 
erty on which any such federal land bank 
may make a loan secured by a mortgage.’ 

“The words*‘against the loss of’ in sub- 
division c do not and cannot mean 
‘against non-payment of’; they distinctly 
have reference to the loss by disappear- 
ance, destruction, theft, etc., and have 
always been so construed. 

Has Power If Authorized by Its Charter 

_"So that there seems no other conclu- 
sion than that a suretyship company can 
insure or guarantee against non-payment 
of principal and interest of bonds or 
Mortgages if authorized so to do by its 
charter or ‘articles of incorporation, and 

(Continued on page 33) 


F. Highlands Burns 
Presents Club Prizes 


HONORS FOR N. Y. EXECUTIVES 





W. J. Kelly Receives Tea Service; J. 
M. Richardson Also Rewarded for 
700% Increase in Colorado 


One of the pleasant features of life 
as an insurance executive was enjoyed 
last week by William J. Kelly, resident 
vice-president of the Maryland Casual- 
ty, and John M. Richardson, metropol- 
itan manager. As fitting recognition 
of the entry of the New York office 
into the Four Million Dollar Club, Mr. 
Kelly was presented with a silver tea 
service by President F. Highlands 
Burns. This means that the New York 
office now holds the highest club rat- 
ing of any Maryland Casualty branch 
throughout the country. It is Mr. Kel- 
ly’s ambition that by the end of the 
year the New York office will be able to 
enter the $5,000,000 Club. 

Mr. Richardson received a repousse 
silver dish for his creditable work while 
manager of the company for the state 
of Colorado. He is responsible for a 
700% increase in the company’s busi- 
ness in this state as it is now a member 
of the $150,000 Club. This makes the 
fourth club prize that Mr. Richardson 
has received since he joined the Mary- 
land Casualty. 

President Burns is quite pleased with 
the interest shown in the club system 
which has been followed for the last 
few years, Each branch office and gen- 
eral agency of the company is given 
a club rating and as they increase in 
volume they enter a higher club. This 
increase is always rewarded by an ap- 
propriate prize to the executive in 
charge. 





CAREER OF J. E. WARD 


New President of Republic Casualty 
Started as Bank Messenger; Well- 
Known Pittsburgh Banker 
Joseph W. Ward, the new president 
of the Republic Casualty, is one of the 
best known bankers in western Penn- 
sylvania. He resigned as vice-president 
of the Bank of Pittsburgh, National As- 

sociation, to take the position. 

Starting his career twenty years ago 
as a bank messenger, Mr. Ward indi- 
cated his intense desire for an educa- 
tion by taking a leave of absence to 
work his way through Washington & 
Jefferson College, from which he was 
graduated in 1908. He was formerly 
vice-president of the People’s National 
Sank of Pittsburgh and later vice-pres- 
ident of the First National Bank in 
the same city when that institution ab- 
sorbed the People’s. Mr. Ward brings 
new impetus to this fast growing Penn- 
sylvania casualty company. 





GOES TO BOSTON 
Roger H. Hovey, former manager of 
the Fidelity & Deposit in Louisville, is 
now branch manager of the bonding de- 
partment of the American Employers’ 
Liability, Boston. 
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Given Stockholders 


HEAVY LOSS RATIO ON BONDS 
Better Underwriting Profit Than In 
1924; National Now Owns All 
of N. Y. Indemnity 
The annual report of William B. Joyce, 
chairman of the board of the National 
Surety, is always of interest to the fra- 


ternity. The company’s total assets are 
$36,770,722. He said: 

To the Stockholders: Losses are still 
high. Practically all of the surety com- 


panies, because of the “Crime Wave,” 
are suffering from excessive losses, even 
on the “cream” of the business, viz: 
Fidelity bonds, also excessively heavy 
losses on Depository bonds. Indeed, 
nearly all classes of bonds show heavy 
loss ratios. 

The underwriting profit on net prem- 
iums written in 1925 was $616,948.94, or 
at the rate of over $6.16 per share. 
Slightly better than 1924. 

Income from securities owned by the 
Company was $1,528,352.80, or $15.28 per 
share. Appreciation in the value of se- 
curities and profit on sale of assets was 
$369,097.74, or at the rate of over $3.69 
a share. A total of $25.14 per share. 
From this we have deducted increase in 
legal reserves, leaving the net earnings 
(including appreciation) at $2,227,487.81, 
or $22.27 per share. 

The sum of $990,000.00 was paid in 
dividends—($9.00 per share). Surplus 
increased $1,327,487 81. 

The appreciation is the net amount 
after charging off additional deprecia 
tion of $444,217.14, on New York Indem- 
nity Company stock. 

The New York Indemnity 

The management of your Company 
deemed it wise to purchase a minority 
interest in the New York Indemnity 
Company, therefore, the National Surety 
Company now owns the entire capital 
stock of that company, which is carried 
in the net assets of the National Surety 
Company at a valuation which represents 
the capital and surplus of the New York 
Indemnity Company on the basis pre- 
scribed by the Superintendent of Insur- 
ance of the State of New York. 
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York Indemnity Company has made a 
thorough investigation into all of its 
affairs, and it is believed to have all of 
its matters well in hand, with adequate 
reserves. 

The underwriting results of practi- 
cally all casualty companies (such as the 
New York Indemnity) have been un- 
satisfactory during the past few years. 
It is our opinion that the rates promul- 
gated for Workmen’s Compensation and 
other casualty lines, are wholly inade- 
quate, and means should be found to 
enable casualty Conipanies, by increased 
rates, to “catch up” with the ever-in- 
creasing tendency on part of legislatures 
to increase the benefits allowed under 
Workmen’s Compensation Laws in va- 
rious states. 

The New York Indemnity Company 
management has faithfully and closely 
applied itself to the solving of perplexi- 
ties in its line. 

During the year the National Surety 
Company increased its loss reserve for 
contingencies not liquidated from $600,- 
000.00 to $1,025,000.00. 

Handling of Claims 

In twenty-eight years your Company 
has handled more than 267,000 defaults 
and paid claims to patrons in excess of 
$76,000,000.00, During the past six years 
we have paid out to our patrons more 
than $51,000,000.00. 

Your Company in the last three years 


has settled more than nine thousand 
claims under its burglary insurance 
policies, with aggregate payments of 
nearly $4,000,000.00. Of this number 
more than 1,400 were bank burglary, 
robbery and holdup claims, requiring 


payments of more than $1,000,000.00. 

The extraordinary, heavy losses in 
our Depository business have, we believe, 
reached the peak. In the last five years 
the surety companies have suffered 
losses on depository bonds believed to 
have been far greater than in any pre- 
vious ten years’ experience. 

More than four hundred and _ sixty 
banks failed last year, with liabilities of 
approximately $165,000,000.00. This ex- 
plains the heavy losses sustained by 
surety companies writing Depository 
tonds. These failures occurred largely 
in agricultural communities, due to the 
banks suffering heavy losses, and also 
dishonesty in management. 

It-is reported that the Carnegie Trust 
Company of Carnegie, Pennsylvania, 
alone invoived twenty surety companies 
for approximately $2,000,000.00. 


Better Protection for Small Bank 
Depositors 


Congress and legislatures should enact 
laws to afford better protection to de- 
positors in small banks—not by guaran- 
teeing deposits, because most _ state 
guaranty funds are insolvent, but rather 
by requiring the Directors to exercise a 
more rigid supervision, with provision 
for exacting a more thorough system of 
checking up loans and very rigid ac- 








Page 30 


§ EET 
Ca 26 lta | 
4G Ee et X 
; : 

















OO ; 
THE EASTERN ” 
UNDERWRITER esr 














April 9, 1926 








counting by the officers. There is too 
much freedom of action allowed officers 
of small banks. 

The temptation to commit financial 
crime and the facility with which such 
crimes are concealed was never so 
great, and calls for prompt, vigorous and 
effective action on the part of executives 
of financial and commercial concerns. 

3y reason of the continuance of the 
crime wave, your officers purposely re- 
duced the volume of business in some 
lines—in the burglary insurance depart- 
ment alone a reduction in volume of 
more than $1,000,000.00 was profitably 
made. 

Discerning the future, five years ago 
your officers started a campaign to re- 
duce Depository Bond lines, which re- 
sulted in saving your Company losses of 
over $4,000,000.00 which other companies 
suffered, because they wrote what we 
declined. 

One great and uncalled-for weakness 
in the surety business is the absence of 
becoming co-operation in matters of 
general welfare. It appears to be “Every 
man for himself,” trusting to luck rather 
than to good generalship. 

If a clearing house were established, 
such as your officers have advocated, not 
only the above mentioned loss of $4,000,- 
000.00 in Depository bond losses would 
have been avoided, but our action would 
have been communicated to other surety 
companies and would have saved them 
unnecessary losses. 


Commissions 


Excessive brokerage and agents’ com- 
missions are being paid to such an ex- 
tent that the underwriting profit, with 
heavy losses and other heavy expenses 
is consistently imperiled year by year, 
and is one great cause of rebating, re- 
sulting in wide-spread discrimination. 
This is now in a fair way of being cor- 
rected through action by State Insur- 
ance Departments, 


Your management advocates written, 
actionable contracts between the com- 
panies, to regulate this evil which is 
condemned even by representative 
agents and brokers. 

If surety and casualty companies do 
not promptly and properly remedy exist- 
ing vital defects, it will lead to more 
drastic regulations by State Insurance 
Departments to insure much needed re- 
forms. 

The consistent high loss ratios suggest 
that high loss ratios are here to stay, 
for a while at least, and the excess com- 
missions and expenses must be adjusted 
to meet this situation. 

We point with satisfaction to our 
greatly improved Contract Bond _ situ- 
ation. With advanced ideas and most 
careful selection a decided improvement 
in underwriting results should be shown. 
Our representatives in the field have 
given the Company most unusual and 
beneficial co-operation on contract lines, 
resulting in great improvement. 


J. P. KEEVERS PROMOTED 


John P. Keevers, whose appointment 
as manager of the bonding department 
of the Chicago branch office of the 
Maryland Casualty was recently an- 
nounced, has been appointed assistant 
resident manager of the Chicago office. 
Mr. Keevers’ promotion takes effect im- 
mediately. He came to the Maryland 
as bonding manager of the Chicago of- 
fice, March 8. Before coming to the 
company, he was assistant manager of 
the bonding department of Conkling, 
Price & Webb of Chicago. 


F. & D. DIVIDEND INCREASED. 
The Directors of the F. & D. met at 
the Home Office on March 15 and voted 
to increase the Company’s dividend rate 
from 10% per annum to 12%. At the 
meeting, President Charles R. Miller 


presented a report showing the net earn- 
ings for th first two months of the year 
were $201,905, as against $178,814 for the 
corresponding period in 1925. 


SECRETARY WORK’S RULING 





Says American Surety Liable for In- 
dian Moneys Lost in Bank Failure 
in Oklahoma 
The American Surety, as one of the 
sureties for certainy Indian moneys de- 
posited in the First National Bank of 
Walters, Okla., which 
for such 


failed, is liable 
amount as the Government 
may demand within the penalty of its 
bond as a result of such failure, accord- 
ing to a ruling of Secretary of the In- 
terior Work. 

The essential extracts of the ruling, 
prepared by E. O. Patterson, Solicitor 
for the Department of the Interior, and 
approved by Secretary Work, indicate 
that the liability of the American Sure- 
ty is not determined by the manner in 
which the Indian Office kept its books, 
nor would the fact that an existing reg- 
ulation limiting the amount a depository 
may receive to 95 per cent of its ap- 
proved security affect such liability be- 
cause the extent of the surety’s lability 
is limited and determined by the terms 
of its contract. 

The decision also indicates that in the 
examination of the contracts of both 
sureties it was found that each was given 
to secure the return of a general de- 
posit of Indian funds with interest in 
an amount coextensive with the penal 
sum of its bond. Neither bond is suffi- 
cient to cover the whole loss and the 
failure of one surety to pay its part in 
no way affects the liability of the other. 
The liability of the surety not being lim- 
ited by either instrument to such pro- 
portion of the total loss sustained by 
the obligee as the penalty named in 
each bond bears to the total amount of 
the bonds, the obligee upon failure of 
the bank could have held either to the 
full extend of its bond. 


R. B. KURTZ PROMOTED 


Ray B. Kurtz is the new manager of 
the Preferred Accident in Chicago, suc- 
ceeding W. C. Powell, who died recently. 
Mr. Kurtz, a veteran in the company’s 
service, had been Mr. Powell's right 
hand man for some years. He was at 
one time manager of the company’s 
office in Buffalo. 





COMPENSATION PAMPHLET 


Of interest to workmen’s compensa- 
tion underwriters is the pamphlet pre- 
pared by the Department of Commerce 
on “Silicosis Among Mines,” which was 
issued recently as technical paper 372 
in the bureau of mines. 


C. E. BENNETT IN NEW POST 


Made Chief Surety Underwriter for 
.Metropolitan Casualty in Southern 
California; L. W. Hibben’s Change 
The Southern California office of the 
Metropolitan Casualty has been further 
strengthened by .the appointment of 
Chas. E. Bennett as chief surety under- 
writer. Lewis W.-Hibben has also been 

made claims attorney in this office. 

Mr. Bennett has been nearly twenty 
years in the business, starting his ‘career 
in the Fred S. James. & Co. offices in 
Chicago as surety department manager. 
He came out to the Coast in 1919 as 
Northern California branch manager 
for the Union Indemnity. His training 
includes ficld work with the Néw Amster- 
dam Casualty and general agency work 
with the same company. He is considered 
one of the most progressive, forward 
looking surety underwriters on the Coast. 

Mr. Hibben, a Columbia University 
graduate, was with the Globe Indemnity 
from 1915 to 1919. He was more recently 
a general casualty attorney for several 
companies in New York City. 


EMPLOYERS’ LIABILITY CHANGES 

Philadelphia changes in the Employ- 
ers’ Liability include David Prescot, 
who has been promoted to the head of 
the new personal health and accident de- 
partment; T. M. Buggey, the new gen- 
eral superintendent of the plate giass, 
burglary and health and accident de- 
partments; Walter Semisch, now in 
charge of the automobile and work- 
men’s compensation departments. 





NEW BROKERS 

QO. Robinson, formerly of 100 
William St., New York, and Richard 
Twisk, formerly vice-president of Lun- 
ham & Martin Co., have formed the 
brokerage firm of Robinson, Twisk & 
Co., 130 William Street. Mr. Robinson 
will handle life and Mr. Twisk will spe- 
cialize on casualty and automobile in- 
surance. 


John Q. 


REVISED RATES BY JUNE 15 

The revised compensation rates for 
New York are expected to be ready 
about June 15. In order to facilitate the 
work of the classification committee in 
this matter, the Standard Accident and 
Lumbermen’s Mutual Casualty have 
been added to the committee, making 
eight companies now represented. 
Companies 
May as Policyholders’ 


The Continental Casualty 
have designated 
Service Month. 



















United States Casualty Company 
80 Maiden Lane, New York 
Edson S. Lott, President, 


wants a high grade, widely 
experienced, thoroughly 
competent manager for its 
Automobile Department. 
Apply, in writing, giving 
full particulars and salary 
expected, to 

D. St. C. Moorhead, 
Secretary. 





Bills Giving Mutuals Surety 
Powers Goes to Rules Committee 


The three Dunmore bills, authorizing 
mutual automobile casualty companies 
and mutual employers liability or 
workmen’s compensation insurance com- 
panies to engage in surety and fidelity 
business and regulating the writing of 
such risks, were referred to the Rules 
Committee last week in Albany which 
on April 1 assumed control of legis- 
lative steering for the upper house. 

It is not known just who is behind 
these measures. While Superintendent 
of ‘Insurance Beha is neither for or 
against the bills and declared under the 
proposed plan that the public interests 
would be amply safeguarded, the com- 
mittee does not feel that sufficient evi- 
dence of their necessity had been pre- 
sented to justify them in reporting the 
bills out of committee this year. 





LOSS OF EYES 


The loss of eyes in industrial ac- 
cidents cost the employers of Penn- 
sylvania more than $800,000 during the 
last year and more than $8,000,000 since 
the enactment of the State Workmen’s 
Compensation _Law, according to an 
analysis of the annual report of the 
Pennsylvania Department of Labor and 
Industry made public recently — by 
Lewis H. Carris, Managing Director of 
the National Committee for the Preven- 
tion of Blindness. 





JOINS E. P. LENIHAN & CO. 

W. F. Curtis has left the Aetna affili- 
ated- companies in Richmond where he 
was manager of the bond department to 
join E. P. Lenihan & Co., of Cleveland, 
one of the large general insurance agen- 
cies of that city. 





Direct Agencies: Prompt Settlements 
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Led Metropolitan Life } 
As Accident Leader 


HUNT’S 90 POLICIES IN 1925 





Allentown, Pa. Good Field; First 
Canvass Made Among Doctors, 
Lawyers, Dentists 


When Manager Sollenberger of the 
Allentown, Pa., District of the Metro- 
politan Life began to stress last year the 
selling of accident business, he put it 
up to his two assistants, J. H. Hunt and 
G. C. Hutchins, asking them to go out 
and demonstrate to the staff that this 
type of business could be written in 
the territory if proper efforts were 
made. To Hunt it seemed’ at first that 
he already had his hands full with the 
regular business of the office, says 
“Tower Talks,” the company publica- 
tion but he took an hour off one after- 
noon to see what could be accomplished. 
The results of his special efforts were 
that Hunt led the country in accident 
and health writings for 1925 with ninety 
policies, more than two-thirds of which 
were written during the last three 
months of the year. 

During his experience as an agent 
before his promotion to assistant man- 
ager, Hunt had placed one accident and 
health policy each month, along with 
his regular industrial and ordinary busi- 
ness, but on giving a little more atten- 
tion to developing that line of business, 
he was surprised to discover the ease 
with which accident and health policies 
could be sold. His first canvass was’ made 
in an office building in which doctors, 
lawyers and dentists were the principal 
tenants. Hunt presented the accident 
policy as a special contract adapted to 
their individual vocations. “This is the 
plan we’re selling to physicians,” he 
would explain, or, “This is our special 
contract adapted to lawyers and busi- 
ness men.” 

In a short time he had written sev- 
eral contracts and was greatly encour- 
aged by the knowledge that this demon- 
stration of the selling of accident in- 
surance was not going to take nearly 
as much of his time as he had thought. 
Besides, he found that the accident 
canvass was pointing the way to the 
writing of Ordinary on men to whom 
he never before had had access. 

“Accident and health can be sold 
quickly,” he explains,.“if the approach 
is made to the right type of people. It 
is strictly a one-interview process, I be- 
lieve. Any man’s immediately conscious 
of the ever-present possibilities of be- 
ing a victim of an accident. I don’t 
even suggest health insurance. I con- 
fine my talk to the accident contract 
because, in the first place, it takes less 
time; also, it gives me a chance to get 
the prospect to aid me about health in- 
surance in many instances. So I never 
mention health until the prospect does; 
then I explain to him that it’s possible 
I may be able to get it for him if he 
proves to be a select risk, I find I have 
very little trouble placing the business, 
even when health is included if the right 
type of prospects is canvassed.” 





HARTFORD A. & I. 


The statement of the Hartford Acci- 
dent & Indemnity Co. shows a steady 
growth, the assets having increased 
from $23,814,006 to $28,372,088. There 
‘was also a very substantial increase in 
premiums written, involving heavy addi- 
tions to both premium and loss reserves, 
notwithstanding which. the surplus has 
been increased $500,000 and now stands 
at $4,000,000, making, with capital paid 
in, a surplus to policyholders of $5,000,- 

This is an extremely satisfactory 
record. 





_A bulletin issued by the National 
Safety Council states that in ten years 
the United States Steel Corporation ex- 
Pended $9,763,053 for accident prevention 
work but the returns totaled $14,609,920. 
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VEILLER ON “BAIL BONDING” 





“World’s Work” Writer Feels That Sure- 
ty Companies Should Not Be AIl- 
lowed to Bail Criminals 

Lawrence Veiller, well-known writer 
on the staff of the “World’s Work,” has 
completed his series of articles on the 
rising tide of crime with some pertinent 
suggestions as to the cure for bail evils. 
In the April issue of this magazine Mr. 
Veiller says: “Probably no one thing 
will so reduce crime as the simple ex- 
pedient of keeping the known criminal 
in jail until he is tried. To do this means 
no more than the adoption of the Eng- 
lish system which is to make it a crime 
to indemnify bail. If the old offender 
cannot pay some one to bail him out, 
he will not be bailed out.” 

Mr. Veiller feels that the state should 
stop granting charters to surety com- 
panies to defeat justice. This is what 
really happens when such a company 
bails out a criminal, no matter what his 
offense or no matter what his record, 
provided he is willing to pay their fee. 
“This certainly must cease,” says Mr. 
Veiller. “Along with it let there be a 
strict enforcement of the laws with re- 
gard to bail. Let a man be bailed only 
when some responsible citizen is willing 
to be personally responsible for his ap- 
pearance, and when he fails to appear 
let bail be promptly forfeited and the 
property seized.” 

As a final suggestion Mr. Veiller re- 
commends: “Let sureties be carefully 
examined before they are accepted and 
let the evils which have been disclosed 
in these articles, of ‘phony bail,’ of ex- 
cessive valuations, of worthless property 
being given as bail, come to an end.” 





NAT TROUTMAN RESIGNS 


N. Y. Office of Independence; May 
Join a New Company 

Nat Troutman has resigned as assis- 
tant manager of the New York office of 
the Independence Indemnity. Mr. 
Troutman is one of the best liked casual- 
ty executives in New York City. He 
has been in the business for twenty 
years and has featured chiefly in brok- 
erage production. For ten years he was 
with the Globe Indemnity in charge of 
casualty production in the New York 
office. He joined the Independence In- 
demnity two years ago. 

Mr. Troutman’s future plans are not 
as yet announced, but it is expected that 
he will join one of the new casualty 
companies. 





RETURNS FROM FLORIDA 
Kimball C. Atwood, president of the 
Preferred Accident, is back at his desk 
after a few months spent in Florida. 


AMERICAN BANKERS EXPANDS 


The American Bankers of Chicago, 
with executive offices at Jacksonville, 
Ill, recently purchased the People’s 
National Casualty Company at Detroit, 
Mich. The offices of the latter company 
which have been in the McKerchey 
Building, are being consolidated with 
the American Bankers agency offices in 
the Hoffman Building. The addition of 
the business of the People’s National to 
the American Bankers agency will 
double the company’s agency force in 
Detroit, making it the second largest 
agency of the company in the country. 
The People’s National has an annual 
premium income of approximately 
$50,000. Robert K. Smith is the presi- 
dent; Walter Redmond, vice-president ; 
H. E. Plant and E. L. Worthen, assistant 
managers, and J. H. Spry, auditor. The 
company has been writing industrial 
insurance and has a collectible dehit «f 


$1,000 a week. 





Marine Changes 
(Continued from page 27) 


regulations laid down by a responsible 
institution entrusted by law with the 
regulation of the insurance market, the 
said institution always to keep an eye 
on foreign competition and in general 
to act so as to harmonize the interests 
of the underwriters and those of the in- 
suring public. 

Enforcement of the rules and regula- 
tions of the institution would be auto- 
matically exercised through the compul- 
sory 40% reinsurance of each risk un- 
derwritten by the companies operating 


-in Italy. 


The second advantage consists in the 
fact that each company would receive 
in retrocession a proportionate share 
out of the pool, which share would rep- 
resent a participation in the entire Ita- 
lian marine insurance business, written 
according to sound principles, and com- 
posed of numerous risks and of small 
lines for each company. The whole 
represents in my opinion a_ balanced 
scheme for the radical improvement of 
the marine insurance market and for 
the development of sound and _ strong 
institutions which may be considered a 
credit to the country and a guarantee 
of safety for the assured as well as a 
profit for the State and the companies 
themselves. 

[ would like to add that this is by 
no means to be considered a proposition 
to monopolize marine insurance, the 
operations of which are of a nature far 
too international to be monopolized by 
any one country even in the interior, but 
only as before said, as a scheme to im- 
prove the conditions of marine insur- 
ance in the interest of all concerned. 
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‘Maryland Casualty 


Makes N. Y. Promotions 


BUILD UP MANAGERIAL STAFF 








They Are D. C. Dorney, P. C. Waldeck, 
Miles Sullivan, R. G. Reilly and 
Robert K. Comstock 


The New York managerial staff of the 
Maryland Casualty was further strength- 
ened this week by five promotions. 
Duke C. Dorney, a Washington & 
Lee graduate, comes on from the home 
office to take charge of the automo- 
bile department. Mr. Dorney has been 
with the company for the past six years, 
five of which have been spent as an 
automobile underwriter. He is well liked 
and merits this step ahead to a much 
more responsible position. 

Miles Sullivan is the new manager 
of the compensation and liability de- 
partment and associated with him will 
be Peter C. Waldeck who will under- 
write compensation lines. Mr. Sullivan 
was with the Ocean Accident for three 
years and with the New York Rating 
Board for three years. He joined the 
Maryland Casualty about a month ago. 
Mr. Waldeck has had five years of ex- 
perience in the business. 

R. G. Reilly has been appointed man- 
ager of the acgident and health de- 
partment, effective April 16. His ex- 
perience includes a year or so in the 
automobile department of the Ocean Ac- 
cident, following which he joined the 
army. In 1921 he joined the Aetna 
Life in its New York office as special 
agent. Mr. Reilly has been specializing 
in accident and health lines among the 
brokers and has shown considerable 
ability as a developer of new business. 

The new manager of the plate glass 
department is Robert K. Comstock who 
was transferred from the compensation 
department. Mr. Comstock, an A. E. 
F. captain of infantry, has been with 
the company for five years. ‘ 


NEW QUARTERS FOR N. J. DEPT. 


Wil Prebebly Take Twe Flees in 
Trenton Bank Building at $18,000 
Yearly Rent 


The enlarged and reorganized State 
Department of Banking and Insurance 
in New Jersey will, in all probability, 
be housed in two floors of the new bank 
building of the Trenton Trust Com- 
pany, according to State Comptroller 
Newton A. K. Bugbee. Mr. Bugbee has 
had negotiations under way for the 
leasing of these quarters and it is un- 
derstood that he has been successful 
and possession will soon be taken by the 
department. 

The department now employs thirty- 
five attaches, all of whom work in one 
large room. Fulfillment of the reorgan- 
ization plans will necessitate the em- 
ployment of twenty-five additional em- 
poyees and far larger quarters than are 
now available in the State House. 

It is the desire of officials of the de- 
partment to move to the new quarters 
before June 1 in order that the reorgan- 
ization may be completed by July 1, as 
required by the Harrison law. It is un- 
derstood that rental of the two floors of 
the bank will involve about $18,000 a 
year. 


A. & H. MANAGER IN CHICAGO 





Ralph W. Abbott Assumes This Position 
For Maryland Casualty; Has Wide 


Acquaintance Among Brokers 


Ralph W. Abbott is the new accident 
and health manager of the Maryland 
Casualty in its Chicago office, succeed- 
ing John P. Holland who resigned to 
go into the general brokerage business 
for himself. Mr. Abbott is 35 years old 
and has experience with both the Pacific 
Mutual and the Royal. He is well versed 
in both claim work and underwriting and 
is well-known among the brokers of 
Chicago and vicinity. 
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McGINN ON THE CRIME WAVE 


Has Just Completed Study on “Why Em- 
ployees Steal”; Suggests Public Edu- 
cation in Honesty 

An interesting study on “Why Em- 
ployes Steal” has just been completed 
by E. J. McGinn, manager of the claim 
department of the American Surety. “It 
has been evident for some time,” says 
Mr. McGinn, “that defalcations by em- 
ployes handling money and securities are 
on the increase and we have just made 
a careful analysis of our present claims 
in order to determine the chief causes 
of the many moral lapses. 

“The average man is honest and there- 
fore when we find a number of individ- 
uals taking funds that don’t belong to 
them, we look for the disease indicated 
by the symptoms. It is clearly shown 
by our reports that there are several rul- 
ing factors which cause men to become 
dishonest. Fashions change in crime, as 
they do in medicine and in other fields, 
and so do inciting reasons. Today, the 
desire to own an automobile or a larger 
car, it is revealed, lies at the bottom of 
the speculations of many employes, 
whereas a few years ago, race track 
gambling stood among the leading causes 
of ‘inside’ theft. 

“A remedy for this regrettable state 
of affairs in Mr. McGinn’s opinion would 
be to educate children, as well as adults, 
to appreciate the virtue of fundamental 
honesty.” 


LLEWELLYN POWELL’S SHOWING 

The first Travelers’ agent to make the 
burglary leaders club is Llewellyn 
Powell of Ter Bush & Powell, Inc., 
Schenectaly, N. Y. Mr. Powell was 
also first to qualify in the company for 
the burglary insurance producers club, 
breaking into it soon after it started by 
writing two big bank risks. He started 
with the Travelers in 1910 as a special! 
agent and in 1914 joined forces with 
D. A. Ter Bush, organizing as Ter Bush 
& Powell, Inc. 


NEW AD SERIES 
Continental Cunestte’s Service of 12 
Mailing Cards; Use of Bright 
Colors to Attract Attention 


A new advertising service inaugurated 
by the Continental Casualty is built en- 
tirely around the principle of teaching 
by rote. Agents of the company have 
been given an opportunity to broadcast 
their names and profession to assureds 
with a series of twelve monthly mailing 
cards. These cards are illustrated with 
a color spot in four brilliant colors and 
each card) carries a calendar plate. In 
getting the most out of this advertising, 
“The Continental Agents’ Record” sug- 
gests that each agent establish a slogan 
to be imprinted on the cards, along with 
the agency name and address. 

The service is co-operative, owing to 
the enormous cost of production and 
distribution. It is being offered to Conti- 
nental agents at a fifty per cent savings 
over the price each individual would 
have to pay if the cards were bought 
direct from the manufacturer. 


PUBLISH BLANCHARD REPORT 

Ralph H. Blanchard, insurance instruc- 
tor at Columbia University, is the author 
of “Workmen’s Compensation in the 
United States,” published by the Inter- 
nation Labor Office, Geneva, Switzerland, 
a copy of which has just been received 
in the United States. He discusses the 
constitutionality of compensation acts, 
their scope and application, their bene- 
fits, security of compensation pay- 
ments, administration and settlement of 
disputes, aiid other interesting matter. 

PROGRESS MADE IN MARCH 

The National Surety in March guar- 
anteed 454 notes secured by real estate 
mortgages, totaling $3,090,450.00 on prop- 
erty appraised at $6,314,057.00 making 
the ratio of loan to appraisal 49%. Mort- 
gage loans are now being guaranteed in 
287 cities in the United States. 
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DRIVE FOR AUTO PLATE GLASS 


Fidelity & Casualty Agents Urged to Roll 
Up Volume Production in April by 
Nelson D. Sterling 


The field force of the Fidelity & Casu- 
alty is concentrating its efforts this 
month on automobile and automobile 
plate glass production as part of its fif- 
tieth anniversary campaign. In_ point- 
ing out the advantages in selling this line 
Nelson D. Sterling, vice-president, says 
in the company’s “Service Bulletin” 
“Nearly every other market of insurance 
is oversold. Competition is an ever- 
present quantity. In automobile plate 
glass insurance the market is still to be 
created. There is a limitless field of 
solicitation. There is a minimum of 
competition. These three factors are 
outstanding reasons why the enterpris- 
ing and progressive producer should be- 
come an active salesman of this new line. 

“A systematic canvass of every auto- 
mobile customer on the agent’s books 
has two results. One we have stressed 
on two or three occasions, namely, the 
avoidance of some wide-awake com- 
petitor reaching your customer through 
that medium of approach, which you 
had overlooked. The other is that every 
extra dollar earned lessens the expense 
ratio of the office. In these days of regu- 
lated commissions, and reduction of vol- 
ume caused by mutualism and _ self-in- 
surance, the expense ratio is increasing. 
The extra $1.87 available through a 
slightly increased sales effort should not 
be scorned.” 


BOSTON MAN IN CHARGE 

Carl W. Sternfelt has joined the New 
England branch office of the Phoenix 
Indemnity and will conduct the liability 
department. He has been for ten years 
with the Employers’ Liability.. 

Denny F. Walker of Boston has been 
made assistant manager of the Philadel- 
phia office of the Indemnity Insurance 
Company of North America. 





Like a Town Crier 


In these days of brisk competition an agent cannot render inferior or 
indifferent service and long survive. 


If he does he might just as well advertise it, because insurance is a busi- 
ness in which the public can’t be fooled for long. 


When an assured has been shabbily treated, insurancewise, he emulates 
an old time “town crier”’—he tells everybody with whom he comes in 


That’s why representing the “London” means agency building. A 
“London” assured simply can’t be shabbily treated. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


HEAD OFFICE: 
55 Fifth Ave, New York 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


P. Beresford, U. S. Mgr., Phoenix Assurance Co., Ltd., of London - 
D. R. Forgan, Vice Chairman, National Bank of Republic - - = 
Fred L. Gray, of Fred L. Gray Co., Gen. Agents - - - = = 
W. C. Potter, President, Guaranty Trust Company of New York - - 
Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - - - 


United States Manager 
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LIABILITY OF CAR DRIVER 





Kentucky Suit Based on Contention That 
Women Owner of Auto Is Liable For 
Husband’s Driving 

Automobile liability insurance com- 
panies have a good deal at stake in an 
appeal that has been taken to the Ken- 
tucky Court of Appeals from the Jef- 
ferson Circuit Court in this city, based 
upon the contention that a woman who 
owns an automobile is responsible for 
any damage caused by the machine while 
it is being driven by her husband. 

In this suit a civil action in which a 
five-year old daughter of J. F. Kennedy 
of Louisville was crippled, probably for 
life, according to testimony, by a car 
driven by John B. Wolf and owned by 
his wife, the jury returned a verdict for 
$15,841, the full amount of damages 
asked. Upon instructions from the pre- 
siding judge in the lower court, Judge 
Gordon, it dismissed, however, the com- 
plaint as to the wife who owned the 
car. 

Attorneys for the plaintiff declare that 
as the liability insurance on the car was 
carried in the name of the wife, its 
owner, the verdict is of little value. As 
the wife testified at the hearing that 
the car was used for family purposes, 
the attorneys for the plaintiff contend 
that the family purpose doctrine as ap- 
plied to automobiles in Kentucky, was 
founded upon the theoretical relation- 
ship of master and servant and that Mrs. 
Wolf, as owner of the car, was as liable 
as her husband who operated it and 
therefore the liability insurance to in- 
demnify against damage from accidents 
must be paid to meet the judgment. 


AGAINST PATERNALISM 
The General Brokers’ Association of 
Metropolitan District, 177 William Street, 
New York, has adopted resolutions 





against all forms of monopolistic insur- 
ance legislation and other paternalistic 
measures. 
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Building Executive 
on “Contract Bonding” 


a) 


DIRECTOR OF INDEPENDENCE 


Warren Bicknell Tells Why Searching 
Investigation of Applicants 
Is Necessary 


Following the practice of inviting its 
directors, men of affairs in manufactur- 
ing, banking, law and shipping to write 
on timely subjects, the Independence In- 
demnity runs in its current issue of “Hu- 
man Relations” a review of builders’ in- 
surance by Warren Bicknell, chairman 
of the board of the Lundoff-Bicknell 
Company, prominent building construc- 
tion concern. Mr. Bicknell feels that the 
extremely hazardous character of build- 
ing operation, both with regard to human 
safety and property damage, is such as 
to wholly justify the builder in seeking 
the protection by insurance to indemnify 
and protect, not only the owner, but also 
his own interests. Premiums are ulti- 
mately absorbed by the owner, either as 
a direct charge on the contractor’s esti- 
mate or indirectly as an integral part 
of the set-up of each of the various 
trades affected. 

Protecting Against Insolvency of 
Contractor 

Mr. Bicknell gives the following com- 
ment on the practice of protecting the 
owner of a building against the possible 
insolvency of a contractor: 

“The Mads hazards incident to the 
business are such as to produce a high 
mortality rate among contractors. The 
success of years ot careful and intelli- 
gent practice may be entirely vitiated by 
one unfortunate contract and a contrac- 
tor apparently in excellent financial con- 
dition may become insolvent almost over 
night. 

“It is to protect the owner against such 
a possibility that contract bonds in vari- 
ous amounts are written into nearly 
every specification. These specifications 
usually state that the successful bidder 
will furnish the owner a bond, maybe 
amounting to 25% of the contract price, 
maybe 50%, or even 100%, guaranteeing 
the successful completion of the build- 
ing contract in question. In other words, 
if the builder through financial disaster 
should become unable to complete his 
contract, the surety company furnishing 
his bond will complete the contract it- 
self without additional cost to the owner. 

Need of a Searching Investigation 

“In order to obtain a bond of this char- 
acter the applicant must meet certain 
rigid requirements and submit to the 
most searching investigation. A sworn 
financial statement showing the stand- 
ing of the contractor not more than 30-60 
days prior to the application must be 
submitted. The credit of the contrac- 
tor is carefully checked through the rec- 
ords of the various mercantile agencies. 
The title of the property is ascertained 
and the nature of the particular con- 
tract studied as to risk, ability of the 
contractor, etc. In some cases even a 
check estimate is prepared from the 
architect's plans end specifications by 
an estimator in the employ of the surety 
company as a check against the contract 
price. 

“All these factors are carefully con- 
sidered and the surety company satisfied 
beyond a reasonable doubt that their re- 
quirements are met before such bonds 
are underwritten. The cost of these 
bonds amounts to a fixed percentage of 
the contract cost. One and a half per 
cent for a period of two years is the 
established maximum rate at the pres- 
ent time. This amounts to three quar- 
ters of one per cent per annum. Occa- 
Sionally the specification states that the 
premium will be paid for by the owner 
outside of the contract. However, when 
included in the contract the premium still 
becomes an indirect charge against the 
owner. 

“Many substitutes have been suggested 
for contract bonds, but none seems to 
offer the same advantages. It has been 
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suggested that the contractor deposit 
negotiable securities or a certified check 
with the owner to indemnify him in 
case of default. Such a procedure, how- 
ever, serves merely to weaken the finan- 
cial status of the builder and may thus 
precipitate the very crash that it is de- 
sired to avert. In addition the owner 
under such an arrangement assumes the 
somewhat delicate responsibility of set- 
tling the various conflicting claims that 
will arise as a consequence of default on 
the part of the builder. 

“It has been also suggested that the 
retained percentage be increased from 
10 to 25 or 30 per cent. in lieu of a bond. 
The same criticism mentioned in the 
preceding paragraph renders this meth- 
od of doubtful value. 

“Putting the matter of protection for 
the owner on an impartial basis with a 
reputable surety company, though per- 
haps not a perfect safeguard, has many 
advantages that recommend it.” 

ASSISTANT TO J. A. GRIFFIN 

Arthur H. Henderson is the new as- 
sistant to John A. Griffin, head of the 
contract department of the Fidelity & 
Deposit in its New York office. Mr. 
Henderson succeeds R. J. Burns who re- 
signed to join the Metropolitan Casu- 
alty. 
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AIR MAIL SERVICE 
High Percentage of Time Arrivals; Good 
Record Made In Recent Blizzards 
By Government Planes 
The Air Mail Service of the Post Of- 
fice Department is functioning excep- 
tionally well. For nearly a year the 
Transcontinental Air Mail Service, in 
and out of New York landing fields, as 
well as New York to Chicago Air Mail 
Service, has had a high percentage of 
on time arrivals. For a pioneering de- 


velopment, this is a remarkably clean 
record, 
During the recent extra heavy bliz- 


zard, when mail trains from Chicago to 
New York were running late, the Air 
Mail out of Chicago on one of the days, 
arriv ed in New York two hours ahead of 
time. 


L. & L. INDEMNITY CHANGES 

Milo A. Nealy has resigned as man- 
ager of the Philadelphia branch of the 
London & Lancashire Indemnity to en- 
ter the agency and brokerage business 
for himself. Marry E. Hill succeeds him 
as manager of the branch. Mr. Hill has 
had nine years of experience in the busi- 
ness. 


A Company 
that prospers 
on liberal 
settlement of 


just claims 


ZURICH 


General Accident & Liability 
Insurance Company, Limited 


EASTERN DEPT., New York 





Looking Backwards 15 Years 


~ Delving into the events : of ‘the c casualty 
and surety business some fifteen years 
ago an observer of THE EASTERN UNDER- 
WRITER staff finds the following items of 
interest. 

The Commercial Casualty was for- 
mally licensed to transact business, the 
company starting with a capital stock 
of $250,000 and a surplus of $150,000, all 
of which was fully paid in. 

The Maryland Casualty decides to 
enter the fidelity and surety field, this 
decision coming shortly after the U. 
Fidelity & Guaranty amended its char- 
ter to write liability lines as well as its 
entry into the automobile liability busi- 
ness. 

The Fidelity & Deposit broadens its 
charter. 

The Consolidated Casualty is taken 
over by the West Virginia State Depart- 
ment, its affairs being in a hopelessly 
confused state. 

The National Surety, after a careful 
investigation, decides not to enter the 
casualty field. 

W. F. Moore and E. H. Winslow 
were elected, respectively, president and 
vice-president of the Plate Glass Under- 
writers’ Association. 


. . 
W. S. Smith’s Ruling 
(Continued from page 29) 
may do so in Wisconsin if licensed under 
subsection 8 of section 201.04 in addition 
to subsection 7. 

“Applying for license in Wisconsin 
also under subsection 8 would impose no 
hardship upon any suretyship company 
with a capital of $350,000 or more, and 
impose no additional expense. We do 
not question the value or feasibility of 
such guarantee or insurance of mort- 
gage note or bond. The important ques- 
tion here is whether the company pro- 
viding the insurance or guarantee is au- 
thorized so to do by its charter or arti- 
cles of incorporation and licensed to 
transact such business in the state of 
Wisconsin, irrespective of whether such 
insurance or guarantee contract is en- 
tered into within the state of Wiscon- 
sin or whether such contract was en- 
tered into outside of the state if the 
mortgage bonds so insured or guaran- 
teed are to be sold within this state. 

“It is immaterial whether such con- 
tracts are designated as insurance or 
guarantee, the only purpose of the law 
and of the securities division, and the 
department of insurance is to protect 
the people of this state against imposi- 
tion. In the matter of these guaranteed 
mortgage bonds, this can be done by the 
cooperation of these two state depart- 
ments. 

Must Be Licensed in Wisconsin 

“If the securities division will require 
that: ‘Before granting a permit to sell, 
within this state, any issue of guaran- 
teed mortgage bonds, the applicant for 
such permit shall present to the securi- 
ties division a certificate signed by the 
commissioner of insurance of Wiscon- 
sin, certifying that the suretyship com- 
pany, guaranteeing against the non-pay- 
ment of principal and interest of such 
bonds, is authorized so to do by its 
charter or articles of incorporation to 
assume such obligation, and is licensed 
so to do and transact such business in 
this state.’ 

“Then with this requirement imposed 
by the securities division, it will de- 
volve upon the department of insurance 
to see to it that only qualified surety- 
ship companies receive such license and 
that the contracts of guarantee are en- 
tered into with all the proper safeguards 
to the company, as well as to the in- 
vestors in these guaranteed mortgage 
bonds. To such regulation and super- 
vision all reliable suretyship companies 
will readily conform, for nothing can so 
surely and promptly weaken the confi- 
dence of the investing pubic in guaran- 
teed mortgage bonds as the failure of 
such irresponsible guarantor.” 
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How Plant Cuts Its 
Casualty Premiums 


DEFINITE PLANS OF SAFETY 
Pettibone-Mulliken Co. Established Cen- 
tral Committee which Appoints Plant 


Inspectors; Carelessness Punished 

J. H. Mulliken, Jr., vice-president and 
treasurer of the Pettibone-Mulliken Co., 
writing in “System,” tells how this com- 
pany is reducing casualty rates by re- 
ducing physical hazard of the plant. He 
says in part: 


“We started our campaign to reduce 
our casualty insurance premiums in 
1924. In 1925, we benefited only by 


a lowered schedule rating, due to the 
improved physical condition of our plant 
brought about by our efforts. This sav- 
ing was not particularly great since the 
variation in metal-working industries 
such as ours, is limited to a smaller per- 
centage—20 per cent., I believe—than 
in some other industries, such as that of 
woodgworking. 

“Although we cut down the amount 
of casualty claims in 1924 to $7,000 as 
compared with $30,000 for 1923, we did 
not benefit by a lowered rate for 1925. 
The years 1923, 1922, 1921, 1920, and 
1919 were used to adjust this rating. We 
shall benefit in 1926, however, for then 
the year 1919 will be dropped and 1924 
will be added, and we shall continue to 
benefit so long as we keep the number 
of claims paid yearly down to a low 
point. 


CASUALTY BILLS IN ALBANY 


Two casualty bills were reported out 
at the final meeting last week of the 
Senate Insurance Committee. They 
were the Bouton bill Senate Intro. No. 
1252, Print No. 1468, amending section 
70 permitting casualty companies to in- 
sure against loss or damage resulting 
from negligence in rendering professional 
and expert services (accounting). The 
Ambro bill Assembly Intro. No. 740, 
Print No. 1769, amending section 341 by 


providing that after January 1, 1927 
mutual automobile casualty company 
must have at least $100,000 instead of 


$50,000 as now provided before com- 
mencing business as a fund for the pay- 
ment of losses which had already passed 
the assembly. 

The Bouton bill Senate 
Print No. 1010, amending section 67 rel- 
ative to approval of workmen’s com- 
pensation rates, was sent to the Rules 
Committee. The Assembly bill has been 
amended, 


Intro. No. 904, 


COMPENSATION RATES IN N. J. 


8% Increase Effective June 1; No 
Change at Present in Key Rates Un- 
der Chemical Rating Plan 


Workmen’s compensation 
rates on risks located in 
are to be increased 
effective June 1, according to formal 
notice to its members just issued by 
the Compensation Rating & Inspection 
Bureau of New Jersey. The new rates 
are in some instances lower than the 
present level, but on the whole will 
produce a premium volume of approx- 
imately 8 per cent increase. 

For the present it is not proposed to 
change the key rates under the chemical 
rating plan, nor the premium rates, 
forms of coverage or rating procedure 
applicable to employment involving the 
element of Admiralty liability. 


insurance 
New Jersey 
about 8 per cent, 


STEAM BOILER INSURANCE 
First Company Was Started in Man- 
chester, England, by Steam Users 
for Self-Protection 


At a recent meeting of the Insurance 
Institute of Liverpool, an interesting 
talk was given by W. J. Reynolds, chief 
engineer of the Northern Assurance 
Company of London, on the early his- 
tory and de velopment of engineering in- 
surance. ‘The first company for writ- 
ing such class was formed in Manches-~ 
ter in 1859 by a number of steam users 
for the insurance and inspection of 
boilers, the object being to provide a 
system of periodical examinations of 
boilers to discover defects and prevent 
explosions, also to provide indemnity iu 
case of an accident. 

With the advance of time it became 
necessary to extend the scope of insur- 


ance cover, and at present engineering 
insurance may be divided into three 
classes: Explosion, breakdown, and 


third party personal injury. Engineering 
surveyors examining boilers for insur- 
ance companies were now required to 
hold a first or extra first-class Board of 
Trade certificate of competency, which 
required preliminary training in an en- 
gineering works or college, generally 
followed by the length of service as a 
junior marine engineer, the time taken 
to obtain the necessary qualification 
ranging from 6 to 10 years. 





GIFT FOR MR. AND MRS. HINRICKS 

In “Home Office Folks,” the chatty 
little paper of the Maryland Casualty, 
the following intimate item is found: 

“The Plete Glass Department was 
given a most delightful surprise a short 
time ago when Miss Mildred Stickell, 
whose engagement we recently an- 
nounced, let it be known that she was 
no longer a ‘Miss’ but ‘Mrs.’ L. W. 
Hinricks. It was all the outcome of a 
very thrilling elopement to Annapolis 
on March 2. The members of the de- 
partment were so pleased that they pre- 
sented Mrs. Hinricks with a lovely pink 
and white bed spread as a token of their 
best wishes, although it was a whole 
week before she let them in on the sec- 
ret. 


FRISCO MUNICIPAL PENSIONS 

San Francisco has published the first 
annual report on the municipal pension 
and disability retirement fund which was 
established a year ago. The fund pays 
city employes a retirement pension of a 
minimum of $40 per month at age ‘60 
when employes have completed thirty 
years of continuous service, or between 


the ages of 62 and 70 after ten continu- * 


ous years of service, or prior to reach- 
ing age 62, after ten years’ continuous 
service, if physically or mentally inca- 
pacitated. 


WILL RETURN FROM SOUTH 


A. Duncan Reid, president of the 
Globe Indemnity Company, will return 
home next week from the South. 


AGAINST FITZGERALD BILL 


Insurance Federations Advising Members 
to Substitute the More Favorable 
Underhill Bill for It 


Insurance federations of various states 
are making a concerted effort to defeat 
the passage of the Fitzgerald Monopol- 
istic Federal compensation bill in Con- 
gress which was reported out of com- 
mittee on March 29 and comes up for 
a vote next Monday. Both the Insur- 
ance Federation of New York State and 
Missouri have sent letters to their mem- 
bership urging them to rally to the sup- 
port of the Underhill Workmen’s Com- 
pensation bill which is now pending. 
This bill is regarded favorably since it 
provides compensation in the District 
of Columbia, leaving it to the employers 
to choose their own carrier instead of 
being forced to buy it of the United 
States Government. 

The Fire, Marine and Liability Brok- 
ers’ Association of New York has also 
sent a strong protest to all members of 
Congress from this state. 





LIABILITY RATES TO INCREASE 





St. Louis Finds This Step Necessary 
Due to Increasing Loss Ratio; P. L. 
Rates Also to Go Up 


Due to the ever increasing loss ratio 
because of excessive personal injury 
damage judgments in favor of workers 
empioyed in building construction and 
factories, insurance companies operat- 
ing in St. Louis will increase their li- 
ability insurance rates next Monday. 
Public liability rates will also be in- 
creased considerably. 

During the past two years the aver- 
age of judgments in personal injury 
cases has been steadily increasing. 
Companies have made no profit under 
the old rates as a result. 





LEADING AGENCY IN OSHKOSH 


The creditable record of 
Agency of Oshkosh, Wisconsin, 
of 50,000 inhabitants is described in a 
recent issue of “Human Relations,” the 
house organ of the Independence Indem- 
nity. The Harmon. brothers, John and 
Dan, have made themselves outstanding 
figures in the town. The insurance prem- 
iums paid by them through a single 
agency, during 1925, averaged $7.50 per 
capita. They are distinguished by their 
novel methods of securing accident busi- 
ness, as well as their ability to beat the 
mutuals at their own game. 


Harmon 
a town 





STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION. ETC., RE- 
QUIRED BY THE ACT OF CONGRESS OF 
AUGUST, 24, 1912, 

Of The Eastern Underwriter published weekly at 

New York, N. Y., for April 1, 1926. 

State of New York i 

County of New York fj %$ 
Before me, a Notary Public in and for the 

State and county aforesaid, personally appeared 
. L. Hadley, who, having been duly sworn 

according to law, deposes and says that he is 

the business manager of The Eastern Under- 
writer, and that the following is, to the best of 
his knowledge and belief, a true statement of 
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the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above 
caption, required by the Act of August 24, 1912, 
embodied in section 411, Postal Laws and Regu- 
lations, printed on the reverse of his form, to 
wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and business 
managers are: 

Publisher, The Eastern Underwriter Company, 
85 Fulton Street, New York, y 

Editor, Clarence Axman, 
West, New York, N. 

Managing Editor, Clarence Axman, 265 Central 
Park West, New York, 

Business "Managers, ae “Hadley, 1111 Put- 
nam Avenue, Plainfield, N. 

2, That the owner is: (it owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding one 
per cent. or more of total amount of stock. If 
not owned by a corporation, the names and ad- 
dresses of the individual owners must be given. 
If owned by a firm, company, or other unincor- 
porated concern, its name and address, as well as 
those of each individual member, must be given.) 
The Eastern U ee hk Company, 86 Fulton 


265 Central Park 


Street, New York, N 

( ‘arence Axman, 265 Central Park West, New 
Yor . - 

B. F. Hadley, 25 42d Street, Des Moines, 
Iowa. 

i See es 1111 Putnam Avenue, Plain- 


3. That ‘the known bondholders, eng 
and other security holders owning or holding 1 
per cent. or more of total amount of bonds, mort- 
gages, or other securities are: (If there are 
none, so state. ) None. 

. That the two paragraphs next above, giving 
the names of the owners, stockholders, and se- 
curity holders, if any, contain not only the list 
ot stockholders and security holders as they ap- 
pear upon the books of the company but also, 
in cases where the stockholders or security 
holder appcars upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for whom 
such trustee is acting, is given; also that the 
said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to the 
circumstances and conditions under which stock- 
holders avd security holders who do not appear 
upon the books of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner; and this affiant has 
no reason to believe that any other person, as 
sociation, or corporation has any interest direct 
or indirect in the said stock. bonds, or other 
securities than as so stated by him. 

5. That the average number of copies, of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the six months preceding the 
date shown above is. (This information is re 
quired from daily publications only.) 

‘he Eastern Underwriter Company. 

: L. Hadley, Business Manager. 

Sworn to and subscribed before me this twenty 
second day of March, 1926. 

Seal) W. H. Mulliken. 

Notary Public, Kings Co., Clerk No. 18. 
Certificate filed; in Kings Co. Register’s No. 

24, 


New York County Clerk’s No. 138. 
New York County Register’s No. 6137. 
(Commission expires March 30, 1926.) 
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The American Agency System 
<ariarn.. Needs You and You Need 
The American Agency System 





HE Michigan Association of Insurance Agents has a big 
membership and has done much to firmly establish the 
American Agency System in that state. 


So it is appropriate that a former President, Clyde Smith of 
Lansing, Michigan, should have been selected to head the mem- 
bership drive of the National Association of Insurance Agents. 


His campaign deserves to succeed because his membership 
appeal is based upon a record of real service to good agents every- 
where. 


If you have taken the time to learn what the National Asso- 
ciation of Insurance Agents has done and is doing for the up- 
building of the American Agency System as an institution and 
for the agent as an individual, ask the Secretary of your state as- 
sociation. 


If you don’t know who he is, ask the National Secretary, 
Walter Bennett, at 80 Maiden Lane, New York. 


We print this endorsement of the National Association 
campaign because of our belief in the soundness of the things 
for which the Association stands and because of our confidence in 
the men who direct its affairs. 


We are proud that officers of many state associations repre- 
sent this Company and would be glad to learn that every F & D 
agent, as well as the good agents of every other company, had ac- 
tively identified themselves with their state associations. 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and Burglary Insurance 
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How Plant Cuts Its 
Casualty Premiums 


DEFINITE PLANS OF SAFETY 





Pettibone-Mulliken Co. Established Cen- 
tral Committee which Appoints Plant 
Inspectors; Carelessness Punished 


J. H. Mulliken, Jr., vice-president and 
treasurer of the Pettibone-Mulliken Co., 
writing in “System,” tells how this com- 
pany is reducing casualty rates by re- 
ducing physical hazard of the plant. He 
says in part: 

“We started our campaign to reduce 
our casualty insurance premiums in 
1924. In 1925, we benefited only by 
a lowered schedule rating, due to the 
improved physical condition of our plant 
brought about by our efforts. This sav- 
ing was not particularly great since the 
variation in metal-working industries 
such as ours, is limited to a smaller per- 
centage—20 per cent., I believe—than 
in some other industries, such as that of 
woodgworking. 

“Although we cut down the amount 
of casualty claims in 1924 to $7,000 as 
compared with $30,000 for 1923, we did 
not benefit by a lowered rate for 1925. 
The years 1923, 1922, 1921, 1920, and 
1919 were used to adjust this rating. We 
shall benefit in 1926, however, for then 
the year 1919 will be dropped and 1924 
will be added, and we shall continue to 
benefit so long as we keep the number 
of claims paid yearly down to a low 
point. 


CASUALTY BILLS IN ALBANY 
Two 
at the 
Senate 


casualty bills were reported out 
final meeting last week of the 

Insurance Committee. They 
were the Bouton bill Senate Intro. No. 
1252, Print No. 1468, amending section 
70 permitting casualty companies to in- 
sure against loss or damage resulting 
from negligence in rendering professional 
and expert services (accounting). The 
Ambro bill Assembly Intro. No. 740, 
Print No. 1769, amending section 341 by 
providing that after January 1, 1927 a 
mutual automobile casualty company 
must have at least $100,000 instead of 
$50,000 as now provided before com- 
mencing business as a fund for the pay- 
ment of losses which had already passed 
the assembly. 

The Bouton bill Senate Intro. No. 904, 
Print No. 1010, amending section 67 rel- 
ative to approval of workmen’s com- 
pensation rates, was sent to the Rules 
Committee. The Assembly bill has been 
amended. 


COMPENSATION RATES IN N. J. 


8% Increase Effective June 1; No 
Change at Present in Key Rates Un- 
der Chemical Rating Plan 


Workmen's 


compensation insurance 


rates on risks located in New Jersey 
are to be increased about 8 per cent, 
effective June 1, according to formal 


notice to its members just issued by 
the Compensation Rating & Inspection 
3ureau of New Jersey. The new rates 
are in some instances lower than the 
present level, but on the whole will 
produce a premium volume of approx- 
imately 8 per cent increase. 

For the present it is not proposed to 
change the key rates under the chemical 
rating plan, nor the premium rates, 
forms of coverage or rating procedure 
applicable to employment involving the 
element of Admiralty liability. 


STEAM BOILER INSURANCE 
First Company Was Started in Man- 
chester, England, by Steam Users 
for Self-Protection 


At a recent meeting of the Insurance 
Institute of Liverpool, an interesting 
talk was given by W. J. Reynolds, chief 
engineer of the Northern Assurance 
Company of London, on the early his- 
tory and de velopment of engineering in- 
surance. The first company for writ- 
ing such class was formed in Manches- 
ter in 1859 by a number of steam users 
for the insurance and inspection of 
boilers, the object being to provide a 
system of periodical examinations of 
boilers to discover defects and prevent 
explosions, also to provide indemnity in 
case of an accident. 

With the advance of time it became 
necessary to extend the scope of insur- 


ance cover, and at present engineering 
insurance may be divided into three 
classes: Explosion, breakdown, and 


third party personal injury. Engineering 
surveyors examining boilers for insur- 
ance companies were now required to 
hold a first or extra first-class Board of 
Trade certificate of competency, which 
required preliminary training in an en- 
gineering works or college, generally 
followed by the length of service as a 
junior marine engineer, the time taken 
to obtain the necessary qualification 
ranging from 6 to 10 years. 


GIFT FOR MR. AND MRS. HINRICKS 

In “Home Office Folks,” the chatty 
little paper of the Maryland Casualty, 
the following intimate item is found: 

“The Plate Glass Department was 
given a most delightful surprise a short 
time ago when Miss Mildred Stickell, 
whose engagement we recently an- 
nounced, let it be known that she was 
no longer a ‘Miss’ but ‘Mrs.’ L. 
Hinricks. It was all the outcome of a 
very thrilling elopement to Annapolis 
on March 2. The members of the de- 
partment were so pleased that they pre- 
sented Mrs. Hinricks with a lovely pink 
and white bed spread as a token of their 
best wishes, although it was a_ whole 
week before she let them in on the sec- 
ret. 





FRISCO MUNICIPAL PENSIONS 


San Francisco has published the first 
annual report on the municipal pension 
and disability retirement fund which was 
established a year ago. The fund pays 
city employes a retirement pension of a 
minimum of $40 per month at age 60 
when employes have completed thirty 
years of continuous service, or between 


the ages of 62 and 70 after ten continu- ° 


ous years of service, or prior to reach- 
ing age 62, after ten years’ continuous 
service, if physically or mentally inca- 
pacitated. 


WILL RETURN FROM SOUTH 

A. Duncan Reid, president of the 
Globe Indemnity Company, will return 
home next week from the South. 


AGAINST FITZGERALD BILL 





Insurance Federations Advising Members 
to Substitute the More Favorable 
Underhill Bill for It 


Insurance federations of various states 
are making a concerted effort to defeat 
the passage of the Fitzgerald Monopol- 
istic Federal compensation bill in Con- 
gress which was reported out of com- 
mittee on March 29 and comes up for 
a vote next Monday. Both the Insur- 
ance Federation of New York State and 
Missouri have sent letters to their mem- 
bership urging them to rally to the sup- 
port of the Underhill Workmen’s Com- 
pensation bill which is now’ pending. 
This bill is regarded favorably since it 
provides compensation in the District 
of Columbia, leaving it to the employers 
to choose their own carrier instead of 
being forced to buy it of the United 
States Government. 

The Fire, Marine and Liability Brok- 
ers’ Association of New York has also 
sent a strong protest to all members of 
Congress from this state. 





LIABILITY RATES TO INCREASE 





St. Louis Finds This Step Necessary 
Due to Increasing Loss Ratio; P. L. 
Rates Also to Go Up 


Due to the ever increasing loss ratio 
because of excessive personal injury 
damage judgments in favor of workers 
empioyed in building construction and 
factories, insurance companies operat- 
ing in St. Louis will increase their li- 
ability insurance rates next Monday. 
Public liability rates will also be in- 
creased considerably. 

During the past two years the aver- 
age of judgments in personal injury 
cases has been steadily increasing. 
Companies have made no profit under 
the old rates as a result. 





LEADING AGENCY IN OSHKOSH 


The creditable record of Harmon 
Agency of Oshkosh, Wisconsin, a town 
of 50,000 inhabitants is described in a 
recent issue of “Human Relations,” the 
house organ of the Independence Indem- 
nity. The Harmon. brothers, John and 
Dan, have made themselves outstanding 
figures in the town. The insurance prem- 
iums paid by them through a single 
agency, during 1925, averaged $7.50 per 
capita. They are distinguished by their 
novel methods of securing accident busi- 
ness, as well as their ability to beat the 
mutuals at their own game. 





STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION. ETC., RE- 
QUIRED BY THE ACT OF CONGRESS OF 
AUGUST, 24, 1912, 

Of The Eastern Underwriter published weekly at 

New York, N. Y., for April 1, 1926, 

State of New York a 

County of New York §{ *% 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
W. L. Hadley, who, having been duly sworn 
according to law, deposes and says that he is 
the business manager of The Eastern Under- 
writer, and that the following is, to the best of 
his knowledge and belief, a true statement of 














C. A. Craig, President 








W. R. Wills, Vice-Pres. 


The National Life and Accident Insurance Company 


Inc. 


NASHVILLE, TENNESSEE 


Industrial Life, Ordinary Life, Health and 
Accident Insurance 


W. S. Bearden, Sec. & Treas. 
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American 
Surety 


Company 
of New York 


100 BROADWAY 


Fidelity and 
Surety Bonds 





Burglary Insurance 


Check Forgery and 


Alteration Insurance 








the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above 
caption, required by the Act of August 24, 1912, 
embodied in section 411, Postal Laws and Regu- 
lations, printed on the reverse of his form, to 
wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and business 
managers are: 

Publisher, The Eastern Underwriter Company, 
8) Fulton Street, New York, N. 

Editor, Clarence Axman, 265 Central Park 
West, New York, N. 

Managing Editor, Clarence Axman, 265 Central 
Park West, New York, N. Y. 

Business "Managers, Wes, Hadley, 1111 Put- 
nam Avenue, Plainfield, N. J. 

2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding one 
per cent, or more of total amount of stock. If 
not owned by a corporation, the names and ad- 
dresses cf the individual owners must be given. 
It owned by a firm, company, or other unincor- 
porated concern, its name and address, as well as 
those of each individual member, must be given.) 

The Eastern U oe Company, 86 Fulton 
Street, New York, N. 

Clarence Axman, 265 ) Park West, New 
York, N. Y. 

F. Hadley, 625 42d Street, Des Moines, 


om 1111 Putnam Avenue, Plain- 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding | 
per cent. or more of total amount of bonds, mort- 
gages, or other securities are: (If there are 
none, so state. ) None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and se- 
curity holders, if any, contain not only the list 
ot stockholders and security holders as they ap- 
pear upon the books of the company but also, 
in cases where the stockholders or security 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for whom 
such trustee is acting, is given; also that the 
said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to the 
circumstances and conditions under which stock- 
holders avd security holders who do not appear 
upon the books of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner; and this affiant has 
no reason to believe that any other person, as 
sociation, or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies, of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the six months preceding the 
date shown above is. (This information is re 
quired from daily publications only.) 

The Eastern Underwriter Company. 
7 W. L. Hadley, Business Manager. 

Sworn to and subscribed before me this twenty 
second day of March, 1926. 

(Seal) W. Hz. 

Notary Public, Kings Co., 
Certificate filed; 
0024, 

New York County Clerk’s No. 138. 

New York County Register’s No. 6137. 

(Commission expires March 30, 1926.) 


Mulliken. 
Clerk No. 18. 
in Kings Co. Register’s No. 
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The American Agency System 
“yp, Needs You and You Need 
The American Agency System 


HE Michigan Association of Insurance Agents has a big 
membership and has done much to firmly establish the 
American Agency System in that state. 


So it is appropriate that a former President, Clyde Smith of 
Lansing, Michigan, should have been selected to head the mem- 
bership drive of the National Association of Insurance Agents. 


His campaign deserves to succeed because his membership 
appeal is based upon a record of real service to good agents every- 
where. 


If you have taken the time to learn what the National Asso- 
ciation of Insurance Agents has done and is doing for the up- 
building of the American Agency System as an institution and 
for the agent as an individual, ask the Secretary of your state as- 
sociation. 

If you don’t know who he is, ask the National Secretary, 


Walter Bennett, at 80 Maiden Lane, New York. 


We print this endorsement of the National Association 
campaign because of our belief in the soundness of the things 
for which the Association stands and because of our confidence in 
the men who direct its affairs. 

We are proud that officers of many state associations repre- 
sent this Company and would be glad to learn that every F & D 
agent, as well as the good agents of every other company, had ac- 
tively identified themselves with their state associations. 


DR. Ve ee 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and Burglary Insurance 
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Possibly 
you 
know 


a 4 a o Anne Shriber-My. 


this man a | i 





e has just had a fire. He knows that his fire insurance is ade- 
quate, but he is just beginning to realize with startling clarity 
that the forced shut down of his plant for one or possibly 
two months is going to cost him real money in loss of profits and 
fixed overhead expenses which he must pay out. 
He should have had use and occupancy insurance. Maybe he has 
himself to blame for this situation, but he doesn’t look at it that way. 
It is not a pleasant experience to lose money that might have been 
saved by a little foresight and the payment of an insurance premium. 
“You should have told me that this was likely to happen,” he says to his 
insurance agent. 
The average man is not an insurance specialist. In fact, he pays far too little 
attention to his insurance needs. He is careful in his business contracts but 
he never reads his insurance policies. He has a house full of expensive things 
but he doesn’t know their exact value and his insurance may, or may not, be 
enough to cover a serious loss. 
It is your opportunity and responsibility to explain the service of insurance 
to the people who don’t know—and there are hundreds of them in every town, 


thousands in every city. Call their attention to the insurance they ought to 
have. You will be repaid in premiums. 


IR HONS) 


SPRINGFIELD FIRE & MARINE INSURANCE COMPANY 


Head Office at Springfield, Massachusetts 





Western Dept., Chicago: Harding & Lininger, Mgrs. Pacific Dept., San Francisco: George W. Dornin, Mgr. 
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